








FOUNDED 1855 


HARDWARE AGE 


239 WEST 3%h STREET, NEW YORK CITY 
GEORGE H. GRIFFITHS, Manager LLEW S. SOULE, Editor 


Associate Editors, John A. McNamara, Charles Downes, New York; H. C. Teller, Chicago; Robert A. Walker, Pittsburgh 
BRANCH OFFICES 
Chicago, Otis Building Boston, 185 Devonshire Street Cleveland, Guardian Building 
Pittsburgh, Park Building Philadelphia, 1420 Widener Bldg., Locust 5189 Cincinnati, Mercantile Library Building 
London, England, 11 Haymarket, S. W. 1. San Francisco, 320 Market Street 
Entered as Second Class Matter May 22, 1913, at the Post Office at New York, New York, under the Act of March 3, 1879 
Yearly Subscription Price: United States $3.00; Canada $4.00; Foreign $6.00 
Single Copies: 25c, each. 
Subscription remittances should be made by Check, Post Office Money Order, 
Express Money Order, or Bank Draft, payable to HARDWARE AGE, New York 


Published every Thursday by the Iron Age Publishing Co., 239 W. 39th St., Owned by the United Publishers’ Corporation, 239 W. 39th St., New York 
New York City—F. J. Frank, President G Treasurer; George H. Griffiths, City—H. M. Swetland, President; Chas. G. Phillips, Vice-President; A. C. 
Secretary Pearson, Treasurer; F. J. Frank, Secretary. 





HARDWARE AGE is a member of Audit Bureau of Circulations, the recognized authority 


on expert circulation examinations. Member of the Associated Business Papers, Inc. 











Hardware Age is a consolidation of Iron Age-Hardware, Hardware Reporter and Western Hardware Journal 











CONTENTS 


August 4, 192] 


Special Features 
Bathing Beauties That Brought Business to Bunting. By Lucile MacNaughton 
Living models caused a stir in Kansas City, Mo. 


Four Tool Windows of Value 


These windows can be copied by any store no matter what size. 


The Background That Sells the Goods 


Often it’s the way your goods are displayed that makes the sale. 


The “Flivvering” Vacationist Is Here 
The old bus is often the hotel these days. Selling the supplies. 


The Store That Grew Gradually. By Charles J. Heale 


The Brewer family have builded a concern conservatively and well. 


The Woman’s Way in Buying Tools 


You have got to know more than the price about tools these days. 


Making Capital from Complications 
Out in the Middle West they use stumbling blocks for stepping stones 


Regular Departments 


Editorial Comment New Goods and Novelties 

Washington Letter Motor Accessories 

Publicity for the Retailer : Notes of the Retail Hardware Trade 
Market Reports on Trade Conditions Notes of the Hardware Manufacturers 


Current News and Miscellaneous 


Boston Outing Plans for Mfrs. and Jobbers Convention 
Chicago Outing Coming Hardware Conventions 











HARDWARE AGE August 4, 1921 











Follow the Leader — to Better Business 


The line that leads is a mighty good one to follow. In barn door hangers, the leader is Big 4. 
Thousands of dozen pairs in daily use in every part of the country attest to its superiority. 
This hanger will out-demonstrate, out-last and consequently easily out-sell any other on the 
market. 


It is built entirely of steel, on extremely heavy lines, and provided with anti-friction steel roller 
bearings to insure easy running. Two studs, together with the hook which turns under the 
rail, keep the hanger in place and prevent jumping the track. 


A shoulder on the end of the axle prevents the wheel-housing from being pressed together 
and binding on the hub of the wheel. Both axles and rivets are sherardized to prevent rust. 


And Big 4 has two adjustable features—vertical and lateral. The vertical adjustment takes up 
all vibration—it prevents rattling. The lateral adjustment holds the door just flexible enough 
to prevent damage should anything bump against it. 


All these are features that customers appreciate—that they are quick to see the value of and 
the advantages they offer. 


Cash in on Big 4's popularity, on its ability to not only deliver longer service, but more 
satisfactory service as well. 


Catalog and complete information on request. Write direct. 


National Mfg. Company 


Sterling ' Illinois 
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Kansas City, Mo., Is Given a Treat by the Bunting 
Hardware Co., that Displayed Its Bathing Suits by 
Using Charming Living Models in Gorgeous Colors 


can create as much excitement 

—and possibly more—and 
draw as big crowds in an inland city 
as they can on the boardwalk or on 
the pike. 

Knowing that the girls were 
bound to attract a great deal of at- 
tention during a demonstration of 
pure rubber bathing suits, which the 
Bunting Hardware store of Kansas 
City, Mo., had agreed to show re- 
cently, the store made every effort 
to prepare a very attractive window 
and succeeded most admirably. 


gam girls in bathing suits 


By LUCILE MACNAUGHTON 


The whole south window or a 
space of thirty by ten feet was 
chosen for the demonstration. Then 
a beautiful canvas was ordered, 
showing the ocean in the background 
with a very realistic pier and big 
pavilion on the right hand side in 
the middle distance, and sails and 
steamboats in distance on the left. 

The incoming waves dashed on 
the painted beach in the immediate 
foreground and seemed almost to 
roll on the sandy beach on the left. 

The incoming waves dashed on 
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the painted beach in the immediate 
foreground and seemed almost to 
roll on the sandy beach which was 
built in the window. 

The left side of the window was 
decorated with a striped umbrella 
over a small table and the right- 
hand side showed a little beach tent, 
through which the bathing girls 
came when they entered the window. 

Two pretty girls from the Follies 
at Electric Park were chosen for the 
demonstration and they created a 
picture when they appeared in the 
window attired in the rainbow hued 
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rubber suits which are a decided 
novelty in Kansas City. 


What the Girls Wore 


One girl was a tall, graceful bru- 
nette and she looked especially hand- 
some in a suit of scarlet rubber, with 
which she wore red satin bathing 
shoes and black silk hose rolled just 
below her knees. For changes of 
costume, she would disappear from 











HARDWARE AGE 


of glass at the unusual demonstra- 
tion. 

The demonstration was advertised 
in the daily papers two days in ad- 
vance and on the day of the event. 


Trimming the Sport Goods Dept. 


The sporting goods department of 
this big store, where the suits are 
displayed for sale, was made espe- 
cially attractive. Suits in all the 
















Live Models Displ 





at Electric Park 


Pretty girls in brilliantly 
colored bathing apparel will 
display in our windows to- 
day. novel garments never 
before shown in Kansas City. 

The changes in costume 
will inelude rubber coats, 
capes, hats, vanity bags and 
numerous other garments in 
all the gorgeous colors of the 
rainbow. 





















Girls From The F olltes 


Today Only from 11:30 to 4 P. M. 


BunlingAaduanre 


ati Cradles -14 WALNUT ST. 





ay Bathing Suits 

















The ad that was run previous 





the window only to re-appear in a 
pure rubber coat of some brilliant 
and contrasting color with a cap or 
a hat or a gypsy turban to match. 
Sometimes she carried in her hand a 
little rubber powder puff bag and 
sometimes she carried a bag for her 
bathing suit. 

The other girl was a petite blond 
and she wore a bathing suit of a 
gorgeous blue, with blue satin bath- 
ing shoes and silk hose, fastened 
with novel rubber garters. With 
this she wore hats and caps of gold, 
and a wonderful rubber coat made 
of blue and gold, which would make 
a brilliant spot of color on any 
sunny beach. 

In order to show the many changes 
of costume to the best advantage the 
girls would pose gracefully, turn 
slowly about and stroll leisurely up 
and down the window, then they 
would seat themselves at the sma'l 
table and sip refreshing drinks 
while the curious throng outside 
would stare through the big panes 






























to the living model display 


newest shades and smartest styles 
were displayed both in the big glass 
showcases and on the counters. All 
of the bathing paraphernalia was 
placed where it could be shown to 
the best advantage. Caps, shoes, 
wings, suits, hats, vanity bags, suit 
bags, garters; everything that one 
would require was shown. 

The resulting sales astonished 
even the salesmen. The bathing sea- 
son is at its height in Kansas City 
and there are many lakes and pools 
where mermaids can play in the 
water, to their intense delight. 

So pretty did the bathing girls 
look in the different kinds of hats 
and caps that they wore that many 
of the girls and women who came 
in for bathing suits made the re- 
mark, “I want the kind of a hat that 
little blond girl is wearing in the 
window” or “Let me see a cap with. 
a brim like the big dark girl had on 
just a minute ago.” So many caps 


and hats were sold that some had to 
be taken from the demonstrators, 
and the girls felt that they were be- 
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ing robbed of a chance to show off 
to the best advantage some style of 
cape or coat because the particular 
hat they wished to wear with it, was 
going to be worn the next day by 
some Kansas City girl. 

Besides selling a quantity of bath- 
ing suits for both men and girls, the 
store received a great deal of pub- 
licity. Many people who may have 
overlooked the fact that the sporting 
goods department of this big store 
caters to the bathing season as well 
as to’ the baseball, football, golfing, 
fishing and hunting season and ai] 
the diversified lines of sport, awoke 
to the fact that this store was a live 
wire when it came to choosing and 
selling bathing apparel for the 
swimming and bathing population 
of Kansas City. 

A great many people who gazed in 
the window of course were not al- 
together interested in the purchase 
of a bathing suit, but they were 
surely interested in the display and 
of course told so many other people 
that the publicity was well worth 
while. 

The throng that gazed in the win- 
dow at times was composed princi- 
pally of men, so it became necessary 
to letter a card which one of the 
girls held up for all to read. 

The Card That Caused a Chuckle 

They looked, read, laughed and 
continued to gaze. The card read 
“Bathing Suits for the Ladies. Men 
—Give Them a Chance to See.” 

The girls left the window every 
twenty minutes and stayed out long 
enough for the crowd of the minute 
to disperse. They finally realized 
that the girls would be back and 
hugged the window tighter than 
ever. It then became necessary for 
the store to place a rope in front of 
the window. This was held back 
far enough away from the window 
to form a narrow alley through 
which the people could walk past the 
window and in this way all were 
given a chance to see. 

Light showers, which fell at in- 
tervals, did not lessen the interested 
mob and such a big crowd congre- 
gated that the local police had te 
exert a watchful eye and keep the 
people moving. 

The two days were considered 4 
great success both from the point 
of sales and from the _ publicity 
achieved by the store for its sport- 
ing goods department. The local 
papers commented most favorably 
and gave the store considerable free 
advertising. One newspaper sent ar 
artist down to draw pictures of the 
girls and the novel bathing suits, 


(Continued on page 88) 
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These enticing actresses who posed in the various bathing sui.s a,oused the women of Kansas City, Mo., to action and 

the Bunting Co. had an unprecedented sale of suits. Below is another picture of the girls as they posed in the window. 

The reflection of the crowd in front of the window is clearly shown in the photograph. The idea was one of the most suc- 
cessful ever put over in the West 
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These win- 
dows, both on 
this page and 
the opposite 
one, are all 
from the stores 
of the National 
Hardware 
Stores, Ine. 
One of the fea- 
tures of these 
displays is that 
any hardware 
store, no mat- 
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Carpenters in all parts of the of this particular year and each and some sort of instruments. In these 
country are working at this time every one of them is in need of four windows are illustrated tools 
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i That You Have the Tools They Need 


ter how large 
or small, can 
put in practi- 
cally the same 
window. There 
is no trick 
scenery Or ex- 
tra trimmings 
necessary, just 
the window 
and a little in- 
genuity on the 
part of the 
window dres- 
ser. 








— they need: Saws, hatchets, bits and augers, hammers, chisels, things necessary for the erection of 
evels, rules, micrometers, planes, wrenches, drills and many other buildings. 
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The Background That Sells the Goods 


The Importance of Artistic Surroundings for the 
Display of Your Goods Cannot Be Over Emphasized— 
Getting the People to Look Forward to Your Displays 


6éV PNHEY” are still saying “Goods 
dj well displayed are half 
sold,” and “they” are right. 

It doesn’t matter particularly who 
“they” are as long as the quotation 
still holds good, arc it has been 
proved to be correct time and again. 
Big department stores the world 


they are always being changed—no 
display ever overstays its welcome. 
The windows are not particularly 
deep or particularly high, simply a 
succession of ordinary-sized win- 
dows, but the method that the win- 
dow dresser uses has placed him 
in a class by himself. 


by hardware stores and which em- 
body all the principles that are used 
in the big department stores, but 
built upon a plan that may be used 
by any hardware store in the world. 
A reproduction of the background 
is shown herewith. Special sales 
cards and price tickets accompany 














The background that can be used in hardware windows and which is an artistic success 


over have gained a great reputation 
for fine window trims. Take as 
an example Lord & Taylor, New 
York City. The windows of this 
store are works of art, and the 
women buyers of the city flock to 
this smart Fifth Avenue shop every 
day by the thousands to see what 
is being displayed, 

Perhaps the big secret of these 
exceptional windows is the fact that 


Another thing that is not'ceable 
to the keen observer of window dis- 
plays is that the background is 
always changed, never the same 
week after week. 

The background as one of the 
main features has become so impor- 
tant that recently in New York the 
Sel-Plus Service, 239 West 39th 
Street, designed several sets of spe- 
cial screenings that may be used 
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the screen as well as the best meth- 
ods for using. It makes a unique 
feature for any store and undoubt- 
edly sets off the goods. 

Space does. not permit the telling 
of all the advantages of this ser- 
vice, but it would be worth the time 
for any merchant to write to the 
company for full particulars which 
it would probably be only too will- 
ing to send. 









The “Flivvering” Vacationist Is Here 
Hotels and Their Ali Baba Chieftains Are F orgotten 


by Those Who Camp by the Roadside in the Trusty 
Automobiles—Selling the Supplies of Happiness 


road fares and exorbitant 

hotel rates when the faith- 
ful old flivver is standing in the 
garage waiting to be cranked up to 
take the whole family on the sum- 
mer vacation trip? Timetables are 
dumped in the waste paper basket, 
there is no worry about hotel reser- 
vations and Pullman diners are for- 
gotten. If it isn’t a flivver that pro- 
vides the means of transportation it 
may be a Pierce-Arrow or some 
other high-priced car. 

Tourist travel by automobile by 
people who camp on the way, stop- 
ping at a cool, secluded spot along 
the roadside when hungry or wher 
night overtakes them, instead of 
driving on into some town and find- 
ing no hotel rooms available when 
they arrive at dusk tired and nearly 
famished, has increased rapidly dur- 
ing the past two or three years. 
Tourists who travel that way get the 
real fun out of an outing, the real 
change that they desire and at the 
same time escape the clutches of the 
summer hotel landlords. And there 


W HO cares for the high rail- 


are the city people who perhaps do 
not take long automobile trips, but 
who run out in the country for a 
week-end, or possibly only to eat 
their Sunday night supper in the 
shady coolness of the woods or at 
the edge of a rippling stream, or on 

















The Cleveland way of advertising summer. 


This display from Davis, 


Hunt & Collister Co. 


the shore of some nearby lake. 

This great back-to-nature and 
health movement is creating a large 
and increasing demand for camp 
and outing supplies. One retail 
hardware store that has recognized 
the growing demand for these sup- 
plies and has taken advantage of 
the opportunity of developing a 
good business in that line of mer- 
chandise is the Davis, Hunt & Col- 











































The Cleveland store knows how to make its appeal strong 
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lister Co., Cleveland, which has been 
handling camp supplies for the past 
three years and each season has 
added to the various articles carried 
in that department. Naturally, the 
camp supplies have been made a 
part of the company’s. sporting 
goods department, as camp supplies 
and sporting goods are so closely al- 
lied. The man who is going touring 
is pretty sure to want some fishing 
tackle, ammunition, or perhaps a 
new gun or Something else in the 
sporting goods line that he will use 
on the trip. And before he gets 
away with his purchase of camp 
necessities, and possibly a few items 
that may be classed as Tuxuries, the 
alert salesman is more than likely to 
steer him over to the automobile ac- 
cessory department to have him 
stocked up with anything that he 
may need for his car on the trip. 


Carry a Complete Line 


Getting back to the camp supplies 
department of the Davis, Hunt & 
Collister Co., that company carries 
in stock about everything that a 
man or woman may need on a two or 
three week’s automobile trip. This 
company has made this department 
a success and increased its sales from 
year to year without adopting any 
unusual schemes of salesmanship. 
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It relies almost wholly on newspaper 
advertising and window display for 
selling the goods. Attractive adver- 
tisements, listing the various items 
of camp supplies, are run in the 
daily local newspapers and artistic 
window displays are arranged that 
are bound to attract attention. In 
addition, advertising in the form of 
circulars is enclosed with the month- 
ly statements sent to customers hav- 
ing charge accounts. 

The company, in its camp supplies 
department, carries such merchan- 
dise as combination beds and tents 
that are folded up on the running 
board of an automobile, cots, sleep- 
ing bags, gasoline camp stoves, wire 
grids, fry-pans and other camp cook- 
ing appliances, motor restaurant or 
lunch kits containing everything 
needed in the way of eating utensils, 
compactly arranged, luggage carri- 
ers for running boards, folding camp 
stools and tables, camp lamps, flash- 
lights, thermos bottles and jugs, 
hunting knives, camp axes, Boy 
Scout axes and compasses. 


Mr. Dagnan’s Window 


The accompanying illustration 
shows one of the window displays of 
the camping equipment made by this 
company recently. An oil painting 
showing a forest and stream scene 
formed a fitting background. The 
painting was made as a special set- 
ting for this display by L. K. Dag- 
nan, who also trimmed the window. 
A floor of imitation grass also 
helped to make the window look like 
a real camp in the woods. The fold- 
ing combination bed and tent is 
shown at the left, and in the fore- 
ground is displayed about every- 
thing that is found useful for camp- 
ing, together with a little sprinkling 
of fishing tackle. While the window 
display was shown, special prices 
were made on two or three items 
and the reduced prices on these were 
marked on placards in the window. 
The camping equipment window dis- 
play attracted so much attention and 
brought so many sales that it was 
kept a second week, this being a de- 
parture from the store’s usual prac- 
tice of changing the window every 
week, 


_ A Massachusetts charter has been 
issued to the William Read & Sons Co., 
Boston, which will take over William 
Read & Sons, Inc., sporting goods, fire- 
arms, etc., with assets of $177,911 and 
liabilities of $168,571. The new com- 
pany has a capital of 1000 shares of 
no par value. Edwin Pugsley, 77 


Everit Street, New Haven, is presi- 
dent, and R. Earle Anderson, 512 Yale 
Avenue, New Haven, is treasurer. 
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HEADS OKLAHOMA C. of C. 


William J. Pettee, president and 
treasurer of the W. J. Pettee & Co., re- 
tail hardware firm at Oklahoma City, 
Okla., was recently elected by an unan- 
imous vote president of the Oklahoma 
City Chamber of Commerce. 

Mr. Pettee first went to Oklahoma 
City when the city was originally 
founded in 1889 when he was 22 years 
of age. After having looked around the 
new town for five days he purchased 
the hardware stock of a man from Iowa 
who had been unable to secure a loca- 
tion there. -About a month afterward 
Mrs. Pettee joined her husband and the 
pair lived where the building housing 
the organization of which Pettee was 
recently elected president now stands. 

The following month Pettee bought 
the west half of the property upon 
which his present store stands, building 
a small frame building to house his 
fiourishing hardware business. It was 
in 1890, after only a year in business, 
that Pettee built a two-story brick 
structure on the property, the building 
being constructed entirely from the 
profits which he had made during the 
ear. 

In 1892 he acquired the east half of 
his present location, but did not re- 
build until 1909, when the present edi- 
fice was erected. 
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Pettee probably knows more “old- 
timers” than any other one man in 
the city. He has dealt with city and 
country trade alike during his hard- 
ware business career and knows them 
in Oklahoma City, Oklahoma County 
and in all parts of the State, he says, 

From the one-clerk store which he 
started, in 1889, the W. J. Pettee Hard- 
ware Co. to-day employs between sev- 
enty-five and ninety persons to handle 
its business. During the world war 
Pettee was actively engaged in war 
work of various sorts, but particularly 
as manager of the Liberty Bond cam- 
paigns, in which his very efficient work 
as an organizer established a real repu- 
tation for him in civic work. He was 
also a member of the Council of De- 
fense. 


With the exception of one day, busi- 
ness went on as usual at the store of 
W. H. Smith Hardware Co., Parkers- 
burg, W. Va., in spite of the recent fire. 
The loss was estimated at $5,000, all 
of which will be recovered from in- 
surance. 


The Meriden Cutlery Co., Meriden, 
Conn., has opened a New York office at 
98 Chambers Street. Messrs. Nixon and 
Merron, of long standing in the hard- 
ware field, are its representatives in the 
metropolitan district. 


FOR DISPLAYING TWINE 




















During the course of a year many 
hours of a customer’s and salesman’s 
time are wasted in the selection of 
string and twine. The customer thinks 
he knows what he wants and the clerk, 
at best, can only guess what it is. It 
very often happens that the latter has 
to show several kinds before the cus- 
tomer finds the desired kind. 

In the store of Belcher & Loomis 
Hardware Co., Providence, R. I., there 
is, in the twine department, a mahog- 
any finished display box 34 in. long, 18 





in. high and 6% in. wide, in which 
string and twine are displayed. The 
front of the box is removable, being 
held in place by screws. The goods 
are displayed according to the size, 
behind glass, held in place by a strip, 
which gives a pleasing finish. Above 
each ball of string or twine there is a 
small opening, which permits the end 
of the string or twine to pass through 
for a close in’pection of the customer. 
The goods are plainly marked inside 
the glass, facilitating salesmanship. 


















































The Hardware Store That Grew Gradually 


In Rye, N. Y. the Brewers Have Builded Up a Great 
Business by Consistent Methods and Service of the 
Finest Sort—Catering to a Big Variety of Trade 


point a man will often cite a 

similar instance or quote what 
might be called a recognized axiom. 
Oftentimes his opponent will be un- 
moved, waving aside in his own mind 
the weight of the extended proof 
with the time-worn bromide that 
“Comparisons are odious,” or that 
even a similar case might have been 
under different circumstances. 

In his comeback the first man 
should embody the theme that things 
are good and bad only by compari- 
sons. And, as a fact, how else would 
one gage progress? How would his- 
torians comment and record the 
values of various happenings of 
world affairs except by comparisons 
to previous events of a like nature? 
In legal difficulties a corporation 
counsel will invariably cite a previ- 
ous case and its decree, as giving 
precedence for the continuation of 
the discussed project. 

And so it is with hardware busi- 
ness. Good or bad stores derive rat- 
ings only as compared to the competi- 
tor who is noticeably better or worse. 

A due consideration of these facts 
make the evolution of the hardware 
business of R. G. Brewer, Rye, N. Y., 
an interesting story. The picture of 


ie an attempt to prove a disputed 


By CHARLES J. HEALE 


this store taken twenty-five years 
ago, a few years after it was estab- 
lished in the Mamaroneck section 
of Rye, presents a decided contrast 
compared with the picture of the 
present-day store. 

The business was developed from 
a coal and lumber yard that had 
served the largest part of Westches- 
ter County from Civil War days. 
This phase of the business is still 
kept up and is a very large enter- 
prise, associated to a certain extent 
with the hardware business. 


How They Started Hardware Stocking 


The taking on of hardware items 
came about in a very unusual way. 
Brewer had early learned the value 
of service to customers and the ad- 
vantages of a good local reputation 
as a merchant. One Monday eve- 
ning, forty years ago, just before the 
plowing season, three farmers from 
the neighborhood came striding into 
the office of the coal and lumber yard 
owned by Grandfather Brewer. 
“Look here,” one of the farmers 
started to say, “I have just been 
down to the big city for a plow and 
some harness for my new team. 
Spent the whole day making the trip, 
got most the harness but couldn’t 
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get the plow I wanted for twenty 
days. That means another trip with 
the horse and wagon and another 
good day gone to waste. Hawkins, 
here, my neighbor, wanted me to get 
him six two point prongs, had to 
take half of them with three points. 
When I reminded the salesman that 
I had been a customer for many 
years he let.out a ‘Is that so?’ with- 
out any particular animation. That 
about finished me. They don’t care 
whether you buy or not, and have no 
interest in the farm trade, though 
that’s where all their business comes 
from. 

“Now, with you it’s different; you 
have been serving this community 
with coal and lumber for years; we 
all know you and like the way you 
do business; why don’t you take on 
a line of implements and some har- 
ness? Also a small stock of ham- 
mers, some rope in the common sizes, 
nails and a few other such items. 
Why, we farmers here are always 
in need of that kind of goods, but 
we have to go without it until some 
one goes into the city to buy some- 
thing big.” Hawkins, the neighbor 
who wanted the two-prong forks, 
nodded that his opinion was a case 
of “ditto,” and the third man, whose 
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name has since been forgotten, spoke 
up and said practically the same 
thing. 

Mr. Brewer was partly convinced 
but reluctant to give a definite an- 
swer. He promised the three farm- 
ers that he would give the sugges- 
tion some real heavy thinking. 

Toward the end of the week he 
sent letters to manufacturers of har- 
ness, nails, plows, hammers and the 
hand tools used on a farm, such as 
hand scythes, sickles, rakes and hoes. 
Brewer had decided that he would 
handle this line, using his office, 
which was of the good old-fashioned 
large-room variety, as a salesroom. 
Just how long it took to get the ship- 
ments on the goods is not certain, 
but it did take a long while, and 
when the stuff was finally assembled 
in display in the corner of the office 
and the next room the spring plow- 
ing was nearly over, but our friend 
Brewer soon had to make a contract 
for a standing order on seeds, nails 
and chicken feed. The farmers were 
buying this stuff, and began to ask 
why Brewer didn’t handle some paint 
and the usual accessories. Then he 
put in paint. 






























Had to Build an Addition 







By this time Brewer began to ap- 
preciate the hardware business, and 
enlarged his building by adding a 
new wing to house his fast-growing 
stock. He carried wooden ware for 
the housewife, and had dishes and 
cups and saucers of porcelain. He 
carried iron cooking kettles and pots 
and had a few heavy, old-fashioned 
sad irons, and brushes and scrapers 






The old front was improved by the Brewers and window space used 


for removing the old coat. The 
scraper—by the way, did not en- 
joy a heavy sale, for painting at 
that time was usually done long after 
the previous coat was entirely out of 
sight. All these steps took place in 
the early nineties, and the business 
showed real signs of growth necessi- 
tating the services of Mr. Brewer’s 
son, who soon took over the hardware 
end and hired a salesman. After 
the younger Mr. Brewer took charge 
more stock was added. Building was 
progressing very rapidly in that sec- 
tion of Rye and it was soon seen that 
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a good stock of carpenters’ tools and 
supplies would find a good market a 
good profit. Fortunately, the busi- 
ness had sufficient capital to buy in 
good quantities, and it became young 
Mr. Brewer’s aim to always have 
stock and never be obliged to ex- 
plain that a certain variety of plane 
was very scarce but that they would 
have one in ten days. 

With the increased building came 
new people to the town, and the pop- 
ulation took several fair-sized jumps 
opening up a good market for the 
sale of household wooden ware, 
porcelain dishes, wash tubs and iron 
cooking kettles and boiling pots, 
which the Brewer store now car- 
ried. It must be remembered that 
at this time railroad service was very 
poor and freight service was almost 
an indefinite means of getting goods, 
so that the Brewer store, with its 
well-stocked shelves, gained a spot 
in the hearts of the people of Rye 
that was handed down in spirit to 
the next generation of inhabitants. 

If we take a leap through time 
and bring ourselves to the present- ; 
day store on the Boston Post Road 
we will learn that the founder of the 
store has been dead many years, and 
that his son is now president of the 
local bank and the grandson is the 
bank cashier and also the president 
of R. G. Brewer Co., hardware dealer 
and also proprietors of the Brewer 
coal and lumber yards. 


The Present Day Store Methods 


The present-day store is run un- 
der the active supervision of W. E. 
Hare, who is manager and a part 
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When the hardware business was young in Rye, N. Y. 
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owner. Mr. Hare has kept up well 
the aim of the second Mr. Brewer. 
and the store’s four salesmen and 
office personnel of three all boast that 
you can always get what you want 
in the hardware line at the Brewer 
store. And it’s true. Mr. Hare in- 
sists on keeping full stocks, and it is 
very seldom that anyone asks for 
anything that is not in stock. 

The store is well departmentized, 
and with a complete line of auto ac- 
cessories to the right and in the cen- 
ter a sporting goods table with 
shelves holding additional stock. To 
the left are the seed bins and the 
sacks holding chicken feed and do- 
mestic garden seeds. 

Not far from the seed bins is a 
display of equipment for chicken 
farming on both a large scale or for 
the back yard coop—with colony 
brooders, incubators and drinking 
fountains of all sizes. This is one 
of the most popular lines in this 
* store, due to the fact that many ot 
the residents of the town are from 
farming stock and feel that they 
simply must have some live stock 
and a garden, even though the ris- 
ing hope of the family didn’t take to 
farming, prefering to commute te 
New York with the white collar 
crowd, and necessitating the sale of 
the farm. 

Mr. Hare has analyzed his custom- 
ers and has found that in one sec- 
tion of Mammaroneck there is a for- 
eign settlement who are strong for 
raising hardy vegetables and who 
like to keep chickens, rabbits and 
pigeons. He has circularized this 
district, calling attention to the stock 
of equipment for this class of farm- 
ing quoting the prices*to be found 
at the store. 

The window shown accompanying 
this story was dressed by one of the 
store salesmen who has not yet 
reached his majority. William 
Schaarm is but twenty, and has only 
been connected with the store 18 
months, but in this short time has 
been vested with the weekly duties of 
dressing the two windows. His 
theory on displays are short and to 
the point. He believes that a few as- 
sociated articles representing clean 
and fresh samples well arranged 
without crowding will attract atten- 
tion and he follows this theme in the 
different seasons of the year. In the 
spring he dresses the one window 
with a line of garden tools and 
wheel barrows and perhaps a lawn 
roller. The other window is kept for 
staple displays of paint or builders’ 
hardware. 

As Rye is located on Long Island 
Sound there are naturally many 
yacht clubs and canoe havens on the 
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shore. When the clubs hold re- 
gattas and at the opening of the 
yachting season, young Mr. Schaarm 
dresses up a window with a sugges- 
tion of things nautical, calling the 
townspeople’s attention to the sup- 
ply of rope in the sizes needed and 
of helm wheels in the various light 
sizes. 

Mr. Schaarm has had displays of 
live stock to illustrate the advan- 
tages of the colony brooders, drink- 
ing fountains and other chicken 
farming utilities. He says that he 
believes people are more interested 
in the uses of equipment than they 
are in art, and so he plans his win- 
dows accordingly. 


The Business 
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THAT CAVE TRIP 

BLANDINSVILLE, ILL., July 11, 1921. 
Editor HARDWARE AGE, New York. 

Dear Sir: I read with much interest 
your very complete write-up of the 
Louisville convention, which was the 
first to reach me. I have just finished 
your write-up of the trip through the 
Mammoth Cave, and as I was one of 
your party, while reading it I could 
almost imagine I was making the trip 
again, and I did not have to stretch my 
imagination very much to feel the hot 
wave that struck us when we came out, 
as the thermometer stood at 105 here 
to-day. I shall preserve both numbers 
of the HARDWARE AGE to refresh my 
memory of the convention and the trip 
through the cave. With kind regards, 
I remain, Yours truly, 

E. E. VORHEES. 


(Quiz—No. 26 


Question No. 1—What factors determine the proportion of 
working capital which should be carried by a going corporation? 
Question No. 2—What regulates the amount of working cap- 


ital as compared with fixed? 


Question No. 3—What is known as the four aims of industrial 


organization? 


Question No. 4—What are the chief departments and func- 


tions of a wholesale business? 


Question No. 5—What is the number and how named are the 
six copies that should be recorded of every order taken? 

Question No. 6—What are the usages and names of the five 
ledgers every business house should keep? 


Answer to Business Quiz No. 26 
Answer No. 1—The four chief factors which determine the 


working capital that should be carried are: 


(1) Size of payroll 


and similar demands; (2) accounts payable against those receiv- 
able; (3) discounts received on payments made by cash; (4) facil- 
ity in borrowing temporary funds. 

Answer No. 2—The amount of working capital as compared 


extends. 
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with fixed is determined by five factors: 
(2) regularity of business; (3) supply of raw materials; (4) trade 
customs; (5) seasons or period over which a manufactured article 


(1) Volume of business; 


Answer No. 3—According to an eminent authority, the four 
aims of industrial organization consist of (1) to unite all em- 
ployed to work for a common end; (2) to promote reciprocal rela- 


= tions with duties; (3) to foster systematic relation and co-opera- 


= tion; 


(4) to transact business by appointed committees and 
sub-committees so all have a voice. 


Answer No. 4—The departments that chiefly go to make a 
wholesale business function properly consist of (1) purchasing 
department; (2) stores department; (3) sales; (4) advertising; 
(5) credit; (6) order; (7) traffic; (8) shipping; (9) collection; 


names are: 


(6) invoice copy. 





ferred, etc. 
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Answer No. 6—The five ledgers and uses are: 
ledger for goods bought; (2) sales ledger for goods sold; (3) gen- 
eral ledger for real and nominal accounts; (4) private ledger, 
accessible to principles; (5) stock ledger for shares sold, trans- 


(10) accounting; (11) correspondence. 

Answer No. 5—The various copies of all orders and their 
(1) Office copy; (2) sales department copy; (3) ac- 
knowledgment; (4) traffic department copy; (5) shipping copy; 


(1) Purchase 
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The Woman’s Way in Buying Tools 


Householders Often Purchase Saw and Hammers 






and Other Things to Use Around the House and 
the Salesman Should Know His Quality Arguments 


‘HE lure of fine tools! 

‘| It’s chiefly masculine, to be 

sure, but it is also surprising 
how important it is to the women 
and to the young folks. Not all 
saws, “mikes,” planes, drills, screw 
drivers, etc., are sold to mechanics 
or other men. Households exist 
without the guiding hands of a man. 
And tools are and have to be used 
by the women folks. 

Standing at the tool counter of a 
Michigan store, some months ago, a 
well groomed woman, whom I would 
take to be something of a society 
matron, drew near. 

“Let’s see a good hand saw,” she 
said. 

The salesman brought out several 
lengths and a range of quality. She 
picked one up. It was the best 
made, finest mounted saw in the lot. 
I thought, for a moment, she had 
seen the price mark, but evidently 
she had not. She then asked prices 
and when she found that all the oth- 
ers were more modcrately marked 
she bought the best one. 

Asking her why, she explained 
that the hang of the saw, the ap- 
pearance of its handle and the gen- 
eral make-up convinced her it was a 
very fine saw and the price con- 
firmed her belief. So she selected it. 

Just a casual question showed that 
woman knew much about saws. She 
explained that she used one and said 
she thought it was impossible for 
any person to make use of a tool, to 
any extent, and not recognize 
quality. 

But it is equally true and of high- 
est importance that there is a cap- 
able sort of trade that really knows 
little about tools, despite much 
knowledge on other subjects. It’s to 
this class of trade that the hardware 
man owes a sizeable responsibility. 
We must carry the light which will 
illuminate the darkness which sur- 
rounds their tool buying. 


Know How They’re Made 


To do this a real knowledge of 
tools is needed. The successful 
salesman will be able to go into man- 
ufacturing methods, assembling, 


etc., and point out just what makes 
one tool a higher priced one than an- 
Reason why salestalk is es- 


other. 





sential in building up tool sales. No 
man and no woman wants to pay 
$3.75 for a handsaw when another 
can be bought at $2.25, unless there 
is a real difference in service and 
wear. Just what gives the more 
costly tool that difference the sales- 
man should be able to explain. 
Cheap tools may or may not have 

















Mr. Faller, window display manager, 
Bomar-Summers, Louisville, Ky. 


their place. If they are entitled to 
serious consideration, the sale is 
based on price appeal and the sales- 
man need know little more than that 
the price is low. He may talk price. 
But when he wishes to sell a better 
tool he needs to know a lot about it. 

What work will it do? 

How well will it do it? 

Why is manufacturing process 
different and in what is it saliently 
different? 

These and like questions may be 
asked, if they are not the answers 
should be volunteered so that the 
customer buys on knowledge, not 
ignorance. 

In the tool department of the Phil- 
lip Gross Hardware & Supply Co., 
Milwaukee, Wis., the practice is fol- 
lowed of stocking only quality goods. 
They are sold with a satisfaction 
guarantee pledge which makes for 
happy customers. Some sales are 
lost because of the lack of price ap- 
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peal, but those sales that are made 
bring customers back to the store 
for other goods. It is very question- 
able if it pays to make a sale and 
lose a customer or at least let him 
feel that your store is a cheap store. 

“One sale does not make business 
any more than one swallow makes 4 
summer,” says F. B. Lomas of Cres- 
co, Iowa. “I had rather lose the sale 
than to make it in a manner that 
leaves a bad taste in the customer’s 
mouth. We are in business to serve 
and we fail to fulfill that mission 
when we sell goods that do not give 
real value.” 

Keen salesmen will recognize that 
there are different uses for such 
tools as a saw. They will explain 
that difference and unless the saw 
is for a special purpose will se!l a 
general utility saw that will fit in 
well with all the common needs of 
the customer. 


The Value of Saw Displays 


Mr. Faller, in charge of displays 
of the Bomar-Summers hardware 
store, Louisville, Ky., thinks that 
windows play a big part in tool sales. 
Mr. Faller should not be accused of 
leaning over in favor of his profes- 
sion, either, as he has proved his 
theory over and over again. The 
windows he puts in are planned care- 
fully and executed with a master 
stroke. The shiny steel and the 
bright varnish of new tools gets the 
eye of the passer-by and often draws 
them into the store to buy goods. 
A tasty window makes a big im- 
pression and does much to give the 
store the reputation of being “tool 
headquarters.” 

Interior displays are of vast im- 
portance. After a customer is once 
in a store much of the sales resist- 
ance has been overcome. More 
sales are made over the counter than 
there are on the sidewalk. Let 4 
man walk through a store with little 
or nothing to challenge his eye and 
he is very apt to buy what he came 
in to buy, but the possibilities of 
sales building end with the one 
transaction. Let him see, however, 
some fine tools and he is very apt tc 
be interested. For any tool chest, 
no matter how complete, Jacks some- 
thing and the hardware store can 
supply that need. 











August 4, 1921 HARDWARE AGE 


woe 


= 


The upper picture shows a wonderful window display used by the Bomar-Summers Hardware Store at Louisville, Ky. 

Here you have a great variety and a large number of saws displayed as well as several other tools. The arrangement is 

excellent and compels attention. The lower picture is from the Gross Hardware Co., Milwaukee, Wis., and shows how 
the firm damien its builders’ hardware in this special room 
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RECORD ATTENDANCE AT 
NEW ENGLAND OUTING 
A new high record for attendance at 
such affairs was hung up at the annual 
outing of the New England Hardware 
Dealers’ Association and the New Eng- 
land Hardware Association held July 
20, at the Pomham Club, East Provi- 
dence, R. I. The weather man was kind 
enough to lay aside the old galvanized 
watering can and to provide perfect 
outing weather, so men, women and 
children had opportunity to enjoy all 


games the entertainment committee 
staged. 
Another innovation was the side- 


tracking of all set speeches. Arthur 
C. Lamson, president of the Dealers’ 
Association and Austin G. Brown, 
president of the Associates, were al- 
lowed to say a few words to those gath- 
ered about the festive boards, but no 
more. It perhaps is just as well things 
turned out this way, for it is doubtful 
if those attending would have paid 
much attention to what others said. 
Everybody was too busy to listen. The 
Pomham Club enjoys a reputation for 
“putting on” the best clam bake ob- 
tainable in Rhode Island and the chef 
ruled supreme this time. 

As to sports, the crowning event of 
the day was the world famous potato 
race with present and past presidents 
of the Dealers’ Association participat- 
ing. Lacking one to fill up the quota, 
George Fiel, secretary, was pressed into 
service. The most conspicuous figure 





in this event was F. Alexander Chand- 
ler, Chandler & Farquhar Co., Boston, 
in shirt sleeves and white flannel trous- 
ers sprinting over the lawn trying to 
get his potatces in the pan before the 
others. Mrs. Chandler was in his cor- 
ner, but Mr. Chandler did not win. The 
honors went to Mr. Fiel. In fact, the 
Fiel family carried off several honors. 
Mr. Fiel’s daughter Marjorie won the 
potato race for ladies and was second 
in the ball throwing contest, while Mr. 
Fiel, in addition to the potato race 
honors, walked off with the gentlemen’s 
ball throwing prize. Son and daugh- 
ter allowed several others to take 
prizes in subsequent events. The last 
sporting event was a ball game be- 
tween the dealers themselves and the 
associates, which was won by the lat- 
ter to the tune of 4 to 3. 

Dealers as far away as Maine at- 
tended. The starting point for a ma- 
jority of those attending was Boston 
and the trip was made over the road 
in automobiles. Others made the trip 
by train to Providence, where they 
were met by automobiles. Arriving at 
the club a buffet lunch was served, fol- 
lowing which dancing and cards were 
enjoyed until the outdoor sports were 
started. The affair wound up with the 
clambake. 

To the Hardware Associates belongs 
the honor of making the’ event a suc- 
cess. Heretofore the parent associa- 
tion ran the outing, but this year the 
associates assumed this responsibility. 
The entertainment committee, of which 

















Watching the sports at the Chicago outing 


Here are some of the New Englanders who attended the big outing 





Hector M. Gordon, The Gordon-Hittl 
Co., Boston, was chairman, consisted 
of H. E. Weaver, Providence; W. G. 
McIntyre and A. M. MacMurray, 
Boston. 

THE CHICAGO OUTING 
HICAGO’S retail hardware in- 
terests spent a day of delight- 

ful enjoyment at Evergreen Park 
Wednesday, July 20, when the an- 
nual picnic and field day was staged, 
with an attendance that ran high 
into the hundreds—and with every 
person happy. 

The program of sports was one of 
the interesting events of the day. 
There were contests for the young 
and the adult and. for men and 
women, and all drew a heavy field of 
entries. Some of the contests had 
humorous features, and all of them 
were well handled. There were over 
one hundred prizes distributed, ali 
of them items of hardware which the 
contestants were very happy to win. 

The retailers invited as_ their 
guests representatives of manufac- 
turers and jobbing houses and ex- 
tended a glad hand to them and 
helped them to feel that their in- 
terests were common and they were 
working together for mutual suc- 
cess. 

Special entertainment was pro- 
vided for the children, who were 
given free ice cream cones and crack- 
erjack, and, of course, this made a 
happy impression on the little folks. 

The chief amusement feature of 
the day was the baseball game be- 
tween the “‘customers’ ” team and the 
“salesmen’s” team. The score was 
16 to 15, and it is easy to infer that 
the contest was closely waged at all 
times. Many close decisions were 
given, and the game was a hat-raiser 
in every sense of the word. 

The teams lined up with these 
members: 

Customers — Gormley, Hawkins, 
Schuberth, Brauer, Rhuling, Reb- 
man, Berndt, Fager, Englehardt and 
Vaughn. 
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You will recognize several people at the extreme right of the picture 


Salesmen — Hibbard, Robitscheck, 
Blum, Goldberg, Frank, Block, Lan- 
der, Cordell, Lauth, Lauderhouse. 

Superior hitting enabled the Cus- 
tomers to put over a victory. 














Chwago smiles were much in evidence 


A basket picnic was enjoyed, the 
different families bringing with them 
generous dinners. 

Dancing was a diversion which the 
Picnickers enjoyed to the limit, one 
of the Chicago orchestras furnish- 
ing the music in a pleasing fashion. 

The Chicago City Association has 
had a very fine year, enjoying some 
deserved growth and getting a lot of 
harmonious action. The 1921 picnic 
reflected the right kind of spirit of 
co-operation and will be another for- 
ward step in the affairs of the asso- 
Ciation. 

Officers who 


and committees 


worked for the success of the very 
successful event are as follows: 

President, John M. Wallace; vice- 
president, Wilbur J. Connell; treas- 
urer, James Claridge; financial sec- 
retary, John Hora; corresponding 
secretary and buyer, S. J. Koehler. 

Dance—F red Rhuling, chairman; 
Gus Englehardt, W. Siewett, H. E. 
Rebman, J. Schromm. 

Baseball—H. A. Squibbs, chair- 
man; Frank G. Kraft, J. H. Manny, 
William Waller, Gus Rhuling. 

Entertainment—William Triessel- 
mann, chairman; Charles Staseck, 
David S. Zweifel, S. J. Koehler, John 
Schuberth. 

Races—S. J. Koehler, chairman; 
Henry Stuckart, F. Ruebner, John 
Lavelle, David Zweifel, S. Russell, W. 
B. Costello, A. Siersma, H. E, Reb- 
man, John Hora, John Smith, W. J. 
Connell, William Stauber, Grant Por- 
ter, John Fish, Charles Dalstrom, 
L. Thomsen, John Mills, A. Helin, 
Tom Bowler, Rudolph Wiersig, W. 
H. Whimpress, Charles Mensel, Jr., 
G. H. Barth, J. E. Lindquist, A. 
Fisher, Fred Kobich. 


The India Tire & Rubber Co., Akron, 
Ohio, has opened a direct factory ware- 
house in Dallas, Tex., where a com- 
plete stock of India products will be 
constantly on hand. 


TOY INDUSTRY 


HEALTHY 

No labor difficulties and a general 
healthy tone prevails in the American 
toy industry, according to the officers of 
the Toy Manufacturers of the U.S. A., 
who met recently in convention at At- 
lantic City, N. J. The prospects for a 
prosperous Christmas trade are very 
favorable, according to all reports re- 
ceived by mantfacturers, and it was 
predicted that a substantial increase in 
the volume of business would be experi- 
enced by fall. Fletcher D. Dodge, sec- 
retary of the association, said that the 
only serious problem confronting the 
industry is foreign competition, which 
is bad at the present time because of 
the depreciation of foreign currency. It 
is expected that the new tariff in the 
Fordney measure will afford a reason- 
able protection. The association passed 
resolutions indorsing this tariff. 

American-made toys are superior in 
workmanship to foreign toys, whether 
they come from Japan, Germany or 
other countries, and they are growing 
constantly in popularity. They win on 
their merits, although there is a nat- 
ural desire to buy home products. 

The association meeting represented 
135 manufacturers, including all the 
principal ones in the nation, some of 
whom make 1000 different kinds of toys. 
The whole note of the meeting was op- 
timistic, although it was admitted that 
things could be improved, especially in 
the matter of competition. 
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A happy Chicago group 









NATIONAL HARDWARE ASSOCIATION OF 
THE UNITED STATES AND ITS AUKXILI- 
ARIES CONVENTION, Atlantic City, N. J., 
Oct. 17-22, 1921. Headquarters, Marl- 
borough-Blenheim. T. James Fernley, 
secretary-treasurer, 505 Arch Street, 
Philadelphia, Pa. 

AUTOMOBILE ACCESSORIES BRANCH OF 
THE NATIONAL HARDWARE ASSOCIATION 
OF THE UNITED STATES AND ITs AUXILI- 
ARIES CONVENTION, Atlantic City, N.J., 
Oct. 19-22, 1921. Headquarters, Marl- 
borough-Blenheim. T. James Fernley, 
secretary-treasurer, 505 Arch Street, 
Philadelphia, Pa. 

AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 17, 18, 19, 1921. Head- 
quarters, Marlborough-Blenheim. F. D. 
Mitchell, secretary - treasurer, 4106 
Woolworth Building, New York City. 

WESTERN RETAIL IMPLEMENT, VE- 
HICLE AND HARDWARE ASSOCIATION 
CONVENTION, Kansas City, Jan. 17, 
18, 19, 1922. Headquarters, Coates 
House. Sessions in Century Theater. 
H. J. Hodge, secretary, Abilene, Kan. 

PaAcIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION. 
Davenport Hotel, Spokane, Wash., Jan. 
17, 18, 19, 20, 1922. E. E. Lucas, sec- 


retary, Hutton Building, Spokane, 
Wash. 
OREGON RETAIL HARDWARE AND IM- 


PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Imperial Hotel, Portland, Jan. 
24, 26, 26, 27, 1922. E. E. Lucas, 
secretary, Hutton Building, Spokane, 
Wash. 

INDIANA RETAIL HARDWARE ASSOCIA- 
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Perfecting Plans for Manufacturers’ and 


curves eanegeoeosensanennyy 


wy st promises to be the most con- 

spicuous event of the year in the 
hardware business will be held at At- 
lantic City, N. J., October 17 to 22, in- 
clusive, when the National Hardware 
Association of the United States holds 
its twenty-seventh annual convention 
and the Fourth Annual Exhibition of its 
Accessories Branch at the same time. 
The accessories exhibition will open 

Wednesday evening, October 19, on the 
“Million Dollar Pier.” 

_In the past the accessories exhibi- 
tion has been held separately. It is 
“expected that the combination of the 
regular convention and the accessories 
exhibit will afford an excellent oppor- 
tunity for manufacturers to meet per- 
sonally jobbers from all parts of the 
country as well as the accessories buy- 
-ers who will be present to attend the 
-exhibition and convention. 





Coming Hardware Conventions 





TION, INC., CONVENTION AND EXHIBI- 
TION, Athenaeum Hall, Indianapolis, 
Jan. 24, 25, 26, 27, 1922. G. F. Sheely, 
secretary, Argos. 


KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Jeffer- 
son County Armory, Louisville, Jan. 24, 
25, 26, 27, 1922. J. M. Stone, secretary, 
Sturgis. 


WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Wheeling, Jan. 31, Feb. 1, 2, 1922. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 


NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Lincoln, Feb. 7, 
8, 9, 10, 1922. George H. Dietz, sec- 
retary, 414-417 Little Building, Lincoln. 


IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des 
Moines, Feb. 7, 8, 9, 10, 1922. Exhibi- 
tion at the Coliseum. A. R. Sale, secre- 
tary, Mason City. 


MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 7, 8, 9, 10, 1922. 
Karl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids. A. J. 
Scott, secretary, Marine City. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 8, 9, 10, 1922. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Philadel- 
phia, Feb. 18, 14, 15, 16, 17, 1922. 








Sharon E. Jones, secretary, 1314 Ful- 
ton Building, Pittsburgh. 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 14, 15, 16, 1922. Le 
Roy Smith, secretary, 112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Sherman, Chi- 
cago, Feb. 14, 15, 16, 1922. Leon D., 
Nish, secretary, Elgin. 

MINNESOTA RETAIL HARDWARE Asso- 
CIATION CONVENTION, St. Paul, Feb. 14, 
15, 16, 17; 1922. H. O. Roberts, sec- 
retary, 1030 Metropolitan Life Build- 
ing, Minneapolis. 

OHIO HARDWARE ASSOCIATION CoN- 
VENTION AND EXHIBITION, Columbus, 
Feb. 14, 15, 16, 17, 1922. Headquar- 
ters, Deshler Hotel. Exhibition, Me 
morial Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

MISSOURI RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, St. 
Louis, Planters Hotel, Feb. 21, 22, 23, 
1922. F. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION, Winston - Salem, 
N. C.. May 9, 236, 21, 1922. T. W. 
Dixon, secretary-treasurer, Charlotte, 
N. C 

NEw YoRK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Rochester, Feb. 21, 22, 235, 24, 
1922. Exhibition ‘at Exposition Park. 
Headquarters and sessions at Powers 
Hotel. J. B. Foley, secretary, 412-413 
City Bank Building, Syracuse. 





Jobbers’ Conventions 











The “Million Dollar Pier,’ where the 
exhibition will be held, is one of the 
show places at Atlantic City. It ex- 
tends more than 500 feet out into the 
ocean and is only a short distance from 
the Marlborough-Blenheim where the 
regular convention sessions will be 
held. Adequate exhibition space will 
be provided for all manufacturers de- 
siring to exhibit and special arrange- 
ments will be made so that a large at- 
tendance of jobbers and buyers will 
be present. 

At this fall’s annual jobbers’ con- 
vention the schedule of meetings, 
Tuesday afternoon October 18, will be 
devoted to the various groups. Manu- 
facturers and wholesalers interested in 
certain lines will have separate meet- 
ings. If this idea proves to be as suc- 


cessful as is anticipated it will be con- 
siderably expanded as necessity re- 
quires. 
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The fact that the American Hard- 
ware Manufacturers Association holds 
its convention at Atlantic City at the 
same time that the jobbers meet is ex- 
pected to add materially not only to 
the number of hardware people pres- 
ent but to the general interest of the 
exhibition as well as to both conven- 
tions. 

Nothing of this nature has ever been 
undertaken before and the interest that 
is expected to develop in this year’s 
convention will probably surpass any 
that has ever been shown before at any 
of the National Hardware Association 
meetings. 

It is requested that all communica- 
tions and inquiries regarding the con- 
vention and exhibition be addressed to 
T. James Fernley, secretary-treasurer, 
The National Hardware Association of 
the United States, 505 Arch Street, 
Philadelphia. 














EDITORIAL COMMENT 
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THE RESULT OF IMPATIENCE 


MERICAN business to-day is suffering 
from an acute attack of nerves. It is like 
aman waiting for a delayed train. Be- 

cause prosperity does not come in a minute, we 
are ready to swear that it will never come. 

As a matter of fact, most of the present 
pessimism can be traced directly to the im- 
patience of business men over the slow progress 
of readjustment. Yet, any fair-minded think- 
ing man must have known that the results of 
six years’ inflation could not be drastically 
changed in one short year. Action and reaction 
are equal and opposite in direction. 

When the skies cloud up, and it starts to rain, 
none of us is pessimistic enough to believe 
that the sun will never shine again. We know 
that it will clear up again. It always has. 
Otherwise we would build roofs over our cities. 

Our very impatience also has made us 
irritable. Therefore, there is a decided tendency 
on the part of some business men to rant about 
any unfavorable factors, and to belittle any de- 
velopments that show substantial betterment. 
They seem to actually enjoy their self-centered 
misery. 

As a matter of fact, authoritative reports 
show very substantial improvements in woolen, 
silk and leather trades—those lines hit first and 
hardest when the deflation period came. It is 
an encouraging sign. However, pessimists 
allow it to be entirely overshadowed by the 
slowing up of the steel industry, although they 
know that the metal trades are always last to 
undergo readjustment in times of depression. 

A man in the inner councils of the nation’s 
financial direction says: “We warned optimists 
a year ago of what was coming, and they would 
not listen. We are warning pessimists now. 


Do not be blind to the fact that credit could be 
extended to twenty billions without bringing 


the legal reserve to the danger point. Remem- 
ber there is underproduction in almost every 
basic commodity the world over. Government 
may direct, but cannot control economic law, 
and there is approaching a conjunction of 
factors the resultant of which must be a revival 
of markets.” 

Naturally it is foolish to think that we will 
bound into the full light of prosperity at once. 
The chances are that business will not be overly 
good for the balance of the year. However, 
while business will be at comparatively low 
levels, there is every indication that it will have 
reached the turn and be on the gradual up grade 
several months before the close of 1921. 


What we need is patience—patience and con- 
tinued effort. There is much to be done, and 
it is useless to pace the floor and rave. The re- 
adjustment is progressing as swiftly as can be 
expected from the viewpoint to safety and 
surety. 

We have expected too much in too short a 
time. We have become impatient and have 
vented our impatience in foolish outbursts of 
pessimism. It would be better to use our sur- 
plus energy preparing for the business that is 
sure to come in good time, to the business man 
who is ready for it. 

The basic conditions warrant constructive 
optimism. They positively indicate a turn 
toward better conditions before the end of this 
year, and a gradual sure return to normal pros- 
perity. 

Nervous apprehension is not justified, and 
will never get us anywhere either in life or busi- 
ness. It is time to replace impatience and irri- 
tation with calm, sensible preparation for better 
conditions and better business. They are on 
the road. 











Country of Origin 
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to Be Plainly Indicated 


New Tariff Law Will Make It Difficult to Sell Foreign 
Merchandise as Domestic—Important Trademark Decision 


WASHINGTON, Aug. 1, 1921. 
T any purchaser of cutlery, razors, 


surgical instruments, _ scissors, 

watches, clocks, or other metal 
wares, buys an article imported after 
the pending Fordney tariff bill becomes 
a law, under the impression that he is 
getting domestic merchandise, he will 
have to be either blind or unable to 
read; otherwise he will write himself 
down an exceedingly careless person 
deserving of being swindled. Chair- 
man Fordney and his colleagues have 
done all in their power to make the 
labeling provisions of the new tariff 
bill absolutely airtight, and, with the 
customs service keenly alive to the im- 
portance of enforcing the new law with 
the utmost rigor, neither retailers nor 
consumers need be humbugged, pro- 
vided they exercise ordinary care in 
examining the goods they buy. 

Much care was taken by Chairman 
Tilson of the subcommittee . which 
framed the metal schedule of the new 
bill, to carefully check up all the pro- 
visions requiring labels to show coun- 
try of origin. Later, the Ways and 
Means Committee went over the same 
ground, and finally the House itself 
painstakingly examined the paragraphs 
in question and then added a blanket 
section, among the administrative fea- 
tures of the bill, designed to require 
labeling not only of individual articles, 
but cartons and cases containing them. 
Severe penalties for failing to observe 
the law were also added, the punish- 
ment being drastic enough to prevent 
the most conscienceless importer from 
attempting to palm off foreign goods 
as of domestic origin. 

Here is the labeling provision incor- 
porated in the cutlery section: 
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“Provided further, That all the ar- 
ticles specified in this paragraph, when 
imported, shall have the name of the 
maker and beneath the same the name 
of the country of origin die-sunk con- 
spicuously and indelibly on the shank 
or tang of at least one or, if practi- 
cable, each and every blade thereof.” 

Table knives, etc., present a some- 
what different problem, hence the pro- 
vision with respect to these articles is 
modified to read as follows: 

“Provided, That all articles specified 
in this paragraph when imported, shall 
have the name of the maker and be- 
neath the same the name of the coun- 
try of origin die-sunk legibly and in- 
delibly upon the blade iri a place that 
shall not be covered.” 

Scissors and shears are in a class by 
themselves but the importance of hav- 
ing them marked to show country of 
origin has long been recognized. In 
the new bill, this provision is as fol- 
lows: 

“Provided, That all articles specified 
in this paragraph, when imported, 
shall have the name of the maker and 
beneath the same the name of the 
country of origin die-sunk conspicu- 
ously and indelibly on the outside of 
the blade between the screw or rivet 
and the handle.” 


Identifying the Safety Razor 


The great vogue acquired by the 
safety razor has made it necessary for 
Congress to give it special recognition 
in the matter of labeling, hence for the 
purpose of protecting purchasers of 
razors of all kinds, the following pro- 
visions have been adopted: 

“Provided further, That all articles 
specified in this paragraph, when im- 
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ported, shall have the name of the 
maker and beneath the same the name 
of the country of origin die-sunk con- 
spicuously and indelibly on the blade 
or shank or tang of each and every 
blade and on safety razors and parts 
thereof.” 

A special appeal was made to the 
Ways and Means Committee concern- 
ing the marking of surgical instru- 
ments to show the country of origin. 
A conspiracy appears to have been en- 
tered into by certain German manufac- 
turers and their representatives in the 
United States to bring these goods in 
either without any marking at all, or 
with marks that could be easily oblit- 
erated or covered by fake domestic 
marks stamped upon the goods. Dur- 
ing the hearing the representative of a 
large American house distributing do- 
mestic surgical instruments made the 
following statement to Chairman Ford- 
ney and his colleagues: 


Pushing German Surgical Instruments 


“Your attention is called to the im- 
proper marking of the country of 
origin on surgical instruments, and in 
many instances no marking at all as is 
required by paragraph F, subsection 1 
present tariff law. Immediately after 
the armistic enormous quantities of 
surgical instruments were imported 
into the United States and it was 
found that these instruments did not 
have Germany stamped thereon as re- 
quired by law. After their arrival 
many of these instruments were 
stamped with an American trade-mark 
or an American dealer’s name thereby 
deceiving the surgeon who bought the 
instruments thinking these were Amer- 
ican made. 7 

“Some instruments are still arriving 
and slipping through without proper 
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marking, notwithstanding attention of 
the Customs Division, United States 
Treasury at Washington, has _ been 
called to these violations of the law. 
The failure of the Department to en- 
force this marking law induced the 
writer to make a special trip to cus- 
tom houses in certain Western cities 
and the violation of the marking law 
was discovered. 

“It is true that now more instru- 
ments are marked with the country of 
origin, but of such a microscopic size 
letter it is almost impossible to read 
them and the marking is hidden away 
so carefully it is hard to find. A sam- 
ple is herewith submitted showing the 
word ‘Germany’ which I defy you to 
read; that is, if you can find where it 
is—but after finding this microscopic 
word, if you do find it, then look at the 
prominent part of the instrument and 
find the American dealer’s name in bold 
letters four or five times as large as 
the letters in the word ‘Germany’—this 
trade-mark boldly and plainly stamped 
on the most prominent part of the in- 
strument.” 

Domestic Makers Suggest Reforms 


The domestic surgical instrument 
makers asked Congress for a special 
provision in the new bill as follows: 

“First. That the country of origin 
be die-stamped on each surgical instru- 
ment, and when each instrument has 
more than one blade, then the blade of 
each instrument shall be stamped in 
letters as large as the character of the 
instrument will permit, and in such a 
place that it will not be concealed 
when the instrument is closed. 

“Second. That it shall be illegal to 
stamp an American trade-mark on a 
surgical instrument of foreign make. 

“Third. That a penalty shall be im- 
posed for the violation of the above 
first and second items. 

“Fourth. That these provisions as to 
marking and penalties be written in 
the new paragraph on surgical instru- 
ments.” 


How the Germans Beat the Law 


How the easy-going system in vogue 
in recent years has been beaten by the 
American representatives of German 
houses was set forth by this same wit- 
ness, as follows: 

“There was a case in the Middle 
West where a hospital asked for bids 
on American-made surgical instru- 
ments. There were several bids re- 
ceived; one man got the order because 
his prices were very much lower than 
the others. It was found that he had 
taken imported instruments, in which 
the country of origin had been stamped 
on them but so lightly that over the 
name of this country of origin he 
had stamped his own name and made 
it appear as an American-made instru- 
ment. That is a matter of record at 
the Department of Justice.” 

To prevent the palming off of for- 
eign made pliers, pincers, nippers, etc., 
as of domestic origin, the paragraph 
of the bill providing duty on these ar- 
— contains the following stipula- 
ion: 

. “Provided, That all articles specified 
In this paragraph, when imported shall 
have the name of the maker and be- 
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neath the same the name of the coun- 
try of origin die-sunk conspicuously 
and indelibly on the outside of the 
joint.” 

Cast Iron Rule for Watches 


Perhaps as much faking with re- 
spect to the labeling of goods to show 
country of origin has been done with 
watches as with any other class of 
merchandise. The humbugging has 
gone beyond the country of origin, 
however, and has extended to mis- 
labeling as to the number of jewels, 
and also as to whether the watches 
are adjusted or unadjusted. To meet 
this situation comprehensively, the 
committee has therefore incorporated 
in the bill the following: 

“Provided, That all watch and clock 
dials, whether attached to movements 
or not, when imported shall have in- 
delibly painted or printed thereon the 
name of the country of origin, and that 
all watch movements and plates, lever 
clock movements with jewels in the es- 
capement, assembled or knocked down 
for reassembling, and cases shall have 
the name of the manufacturer and the 
country of manufacture cut, engraved 
or die-sunk conspicuously and indelibly 
on the plate of the movement and the 
inside of the case, respectively, and the 
movement and plates shall also have 
marked thereon by one of the methods 
indicated the number of jewels and ad- 
justments, said numbers to be ex- 
pressed both in words and in Arabic 
numerals, and if the movement is not 
adjusted, the word ‘unadjusted’ shall 
be marked thereon by one of the meth- 
ods indicated, and none of the afore- 
said articles shall be delivered to the 
importer unless marked in exact con- 
formity to this direction; Provided fur- 
ther, That only the number of jewels 
which serve a mechanical purpose as 
frictional bearings shall be marked as 
herein provided.” 


Clock Importers Fake Trademarks 


Clocks also have been mislabeled by 
dishonest importers’ agents and this 
kind of humbugging has been carried 
to the extent of using trade names or 
trade-marks so much like those of well- 
known domestic goods as to deceive all 
but very careful buyers. To meet this 
situation the paragraph in the new bill 
imposing duties on clocks and clock 
movements contains the following pro- 
vision: 

“Provided, That all dials and the 
front or back plate of the movement 
frame of any of the foregoing when 
imported shall have the name of the 
maker, the country where manufac- 
tured and the number of jewels, if any, 
indelibly stamped on the most visible 
part of same; but if such markings are 
in whole or in part sufficiently similar 
to the trade name of an American 
manufacturer as to be liable to deceive 
the user in the United States, entry 
thereof shall be denied if such trade 
name or trade-mark has been placed on 
file with the collector of customs.” 

In addition to the full specific pro- 
visions concerning the marking of cer- 
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tain imported goods embraced in the 
metal schedule, the Ways and Means 
Committee has incorporated a general 
blanket clause with regard to labeling 
requirements, and which are enforced 
by drastic penalties. This provision is 
as follows: 


Drastic Blanket Clause 


“Sec. 307. That all articles of for- 
eign manufacture or production which 
are capable of being marked, stamped, 
branded, or labeled, without injury, 
shall be marked, stamped, branded, or 
labeled in legible English words, in a 
conspicuous place that shall not be cov- 
ered or obscured by any subsequent at- 
tachments or arrangements, so as to 
indicate the country of origin. Said 
marking, stamping, branding, or label- 
ing shall be as nearly indelible and 
permanent as the nature of the article 
will permit. 

“All packages containing imported 
articles shall be marked, stamped, 
branded, or labeled so as to indicate 
legibly and plainly, in English words, 
the country of origin and the quantity 
of their contents, and until marked in 
accordance with the directions pre- 
scribed in this section no articles shall 
be delivered to the importer. 

“Should any article or package of 
imported merchandise be marked, 
stamped, branded, or labeled so as not 
accurately to indicate the quantity, 
number, or measurement actually con- 
tained in such article or package, no 
delivery of the same shall be made to 
the importer until the mark, stamp, 
brand, or label, as the case may be, 
shall be changed so as to conform to 
the facts of the case. 

“The Secretary of the Treasury shall 
prescribe the necessary rules and reg- 
ulations to carry out the foregoing pro- 
vision. 

“If any person shall fraudulently 
violate any of the provisions of this 
Act relating to the marking, stamping, 
branding, or labeling of any imported 
articles or packages or shall fraudu- 
lently deface, destroy, remove, alter 
or obliterate any such marks, stamps, 
brands, or labels, with intent to con- 
ceal the information given by or con- 
tained in such marks, stamps, brands 
or labels, he shall upon conviction be 
fined in any sum not exceeding $5,000 
or be imprisoned for any time not ex- 
ceeding one year, or both.” 

While the tariff bill has yet to run 
the gauntlet of the Senate, it is an in- 
teresting fact that the same experts 
who have assisted the Ways and 
Means Committee will also serve the 
Senate Finance Committee, which 
makes it reasonably certain that the 
identifying provisions of the House 
bill will be accepted by the Senate and 
incorporated in the Fordney tariff act 
as it finally receives President Har- 
ding’s signature. 


Courts Protect Trade Names 


The protection of trade names is now 
receiving much attention among manu- 
facturers in all lines and the courts 
are handing down decisions of great 
importance to originators of trade 
names. The injunction just granted 
Willys-Overland Company _ against 
Akron-Overland Tire Company in the 
United States Circuit Court of Appeals 
for the third district, sitting in Phila- 
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delphia has established a point of law 
which will have a far-reaching effect in 
the future values of automobile trade- 
names, according to legal counsel who 
have reviewed the decision. 

Shortly after the Overland Tire 
Company sought to sell stock in their 
organization the Willys-Overland Com- 
pany asked an injunction from the 
United States District Court for the 
district of Delaware. This court 
granted the injunction, which now has 
been upheld by the Court of Appeals. 

Under this decision Akron-Overland 
is restrained from using the name 
Overland in their corporate title, on 
their stock certificates or in any form 
in connection with their product. The 
court held “that the use. of the word 
‘Overland’ by the defendant is cal- 
culated to lead the public to believe 
that the goods, stocks and securities 
of the defendants are the goods, stock 
and securities of the complainant.” 


Would Confuse the Public 


The court also held “that it neces- 
sarily followed that when the defendant 
company sought to describe also its 
ventures by the trade name ‘Overland’ 
that it was calculated to confuse the 
public mind and enabled the defendant 
to draw to itself and to draw from the 
plaintiff the exclusive trade name and 
trade good, will which the plaintiff, by 
a business course of years, had given 
to the word ‘Overland’ in connection 
with the automobile industry.” 

Attorneys who have reviewed the de- 
cision state that it will play no small 
part in further establishing the intrin- 
sic value of trade names and titles in 
the automobile industry. 

Moreover, the case may prove the 
basis for a decision which will clearly 
establish the right of manufacturers to 
prevent the use of signs, such as “Ca- 
dillac Service,” “Buick Service,” or 
“Overland Service’ by organizations 
which are not authorized by the manu- 
facturer to give such service. 

The injunction, moreover, in effect 
gives to the creator of a trade name in 
an industry the sole right to use that 
trade name in connection with any ar- 
ticle which is commonly accepted as an 
accessory to the product which origi- 
nally bore the trade name. 


Hoover Points Out Straight and Nar- 
row Path 


Secretary of Commerce Hoover, 

while no pessimist, is convinced that 
the people of the United States have 
a hard row to hoe before the country 
ean recover from the era of depression 
that has followed the boom times of 
the war period. In an address deliv- 
ered during the past week, he said: 
_ “We need no reminder that we are 
in the midst of a great industrial de- 
pression. This one is not only the re- 
sult of inflation and disasters from the 
war, but also has been increased by 
the necessary reaction from the fool- 
ish post-war boom. 

“This is the fourteenth industrial de- 
pression that we have suffered since 
the Civil War. We have come through 
thirteen others all right. We have 
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to-day greater resources and no less 
courage, skill or intelligence than when 
we met these disasters. ome 

“We do have two forces working in 
the country of a quality never experi- 
enced hitherto. First, we have now a 
proved financial system that has saved 
us from the terrible destruction of a 
monetary panic that would otherwise 
have accompanied so tremendous a fall 
in values. Second, we have a higher 
sense of service, a wider spread will- 
ingness to give aid to the injured in 
business. Thousands of firms whose 
cases seemed hopeless months ago are 
on the road to safety. 


Post-War Boom Largely Responsible 


“If we would study the cause of 
this depression and the remedies for 
it, we should devote our time to the 
examination of the economic phenom- 
ena of the war and of the post-war 
boom. From the war we have the ne- 
cessity to recover many losses and to 
change our productive forces in accord- 
ance with the tremendous economic 
shifts in the world. 

“Spreading over all this, however, 
lies the fact that this depression is to 
a great degree born of the malevolent 
forces we set in motion by inflation, 
and by all booms. It is in the booms 
that we speculate, over-extend our lia- 
bilities. slacken down in effort, lower 
our efficiency, waste our surplus in 
riotous living instead of creation of 
new capital, drive our prices to vicious 
levels, lose our moral and _ business 
balance. 

“We must suffer a period of duress 
from war, and punishment for the 
boom, and only until we rebuild our 
virtues of hard work, frugal living, 
more saving, sober conduct, higher 
honesty. These things are trite enough, 
but they are as immutable as his- 
tory and they are the only way out. 

“There are a few people who will 
not accept these hard facts, who will 
persist in the notion that they can by 
various devices avoid reaping what they 
have sowed. The resistance of a few 
groups of manufacturers or dealers to 
lowering prices to the general level; 
the resistance of a few groups of work- 
ers to accommodation of their wage 
to the decreasing cost of living, and 
the necessity of a better day’s work: 
the refusal of some pedple to curtail 
their extravagance—all just contribute 
to our undoing. 


Must Come Into the Cold Water 


“They have to come into the cold 
water in the end. They cannot get 
more than their ratios of the total. 
In the meantime they delay recovery 
and contribute to unemployment among 
the rest of us. 

“However, the vast majority of us 
have cheerfully accepted the inevitable. 
I have records showing that in most 
manufacturing industries efficiency has 
increased from 20 to 30 per cent dur- 
ing the past twelve months. Our farm- 
ers are making extraordinary efforts. 
Thev are economizing in supplies and 
machinery, they are making the old 
things do a little longer, they will bring 
in this year’s crop at a much less cost 
than for many years past. 

“Thus at least 80 per cent of our 
peovle have accepted these homely 
truths and taken those steps that are 
primary to overcome anv depression. 
These peonle have adopted that slogan 
of give a full measure, which St Luke 
announced as a fundamental of eco- 
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nomics some 1900 years ago. That is 
why I insist we have turned the cor- 
ner.” 


Uncle Sam Cannot Perform Miracles 
Mr. Hoover gets a little peevish 


these days because his mail is filled 
with urgently insistent letters from 


‘people who want Uncle Sam to per- 


form a miracle and restore prosperity 
over night. This cannot be done, he 
insists, and people who are waiting for 
the Government to bring order out of 
chaos are simply delaying the game. 

“The purpose and place of the Gov- 
ernment in expediting economic recov- 
ery is raised in Washington every hour 
of the day,” the Secretary says. “We 
are flooded by economic patent medi- 
cines that would evade the stern laws 
of economic hygiene. The question of 
what the Government can do becomes 
in part a question of our whole atti- 
tude toward social and economic ques- 
tions. Unless we would destroy the 
individual initiative and drive ourselves 
straight into nationalism or paternal- 
ism, the Government cannot undertake 
to reduce or raise wages, to deal in com- 
modities or to fix prices, no matter 
how it is camouflaged. 

“The Government can relieve com- 
merce of many unnecessary burdens to 
which the Government is a party, and 
it can, by co-operation with business 
and with other governments, assist in 
removing obstructions to recovery. It 
can co-operate with the community to 
point out the way of progress. The 
whole administration is giving its every 
energy to the removal of the great bur- 
dens upon commerce and industry and 
to aid in recovery where the Govern- 
ment can properly assist.” 

Administration’s Economic Program 

For the first time Mr. Hoover for- 
mulates in exact terms what he calls 
“President Harding’s great economic 
program.” This he sets forth as fol- 
lows: 

“1, The revision of our tax system. 

“2. The reduction of governmental 
expenditure. 

“3. The settlement of the tariff. 

“4, The reorganization of the Fed- 
eral machinery for more efficient ser- 
vice. 

“5. The reorganization of our mer- 
chant marine. 

“6. The refunding of foreign loans. 

“7. The relief of the world from 
armament. 

“8. The assistance. to exporters of 
our commodities. 

“9 The upbuilding and guarding of 
our foreign commerce. 

“10. The assistance to our farmers 
through supplement to the normal 
banking machinery, by mobilization of 
private credit to take care of cattle, 
cotton and other commodities distressed 
through shifts in world conditions. 


Railroad Readjustment Important 


“11. The expeditious settlement of 
the obligations of the Government 
the railroads in order that they may 
quickly resume normal employment and 

(Continued on page 88) 
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Strong Testimony of Store Paper’s Business-Getting Ability— 


More “Keep Kool” Ads—Utilizing Ad for Envelope Inclosure 


Accepts Our Suggestion 
No. 1 (envelope size, 3% in. x 6 in.) 


Recently we reproduced an ad sent us 
by Scull, Swain & Wallace, Sherman, 
Tex., which ably presented the subject 
of the dollar’s convalescence. So pithy 
were the phrases in this ad that we ad- 
vised the firm to reprint the entire ad 
and use it as an envelope inclosure. 

Our suggestion was accepted by J. J. 
Scull and we are glad to again repro- 
duce the ad in circular form as we 
feel that a piece of copy with so much 
punch in it on a vital subject should 
have the widest possible circulation. 
Look over this ad and make up your 
mind to use it. It will loosen many 
dollars from pocketbooks covered with 
spider webs waiting for price drops. 

The more you read this ad the better 
will you realize how well and how 
briefly it covers some very important 
thoughts; therefore, when you use it 
give it a double or a triple circulation 
by using it (1) as an ad, (2) as an 
envelope inclosure, and (3) as an edi- 
torial in your store paper. 

Another “Keep Kool” Advertiser 
No. 2 (2 cols. x 6 in) 


The Buchanan Hardware Co., Rich- 

field Springs, N. Y., is utilizing the sug- 
gestions embodied in our “Keep Kool 
Kinks” campaign recently published in 
em AGE, and here is one of the 
ads, 
_ The illustration selected is a dandy— 
if not alone shows the fan but other 
keep cool electrical devices as well and 
ties up to the combination presenta- 
tion in first-class style. 

Note that prices are quoted on four 
popular electrical devices. 


A Good Page for Your Paper 
No. 3 (8 in. x 10 in.) 

Here is the “Housekeeping Helps” 
page from the current issue of Hard- 
ware News, published by the Thomas P. 
Jones & Sons Hardware Store at Nan- 
ticoke, Pa. A page like this is a valu- 
able addition to your store paper, for it 


stimulates interest among your women 
readers. 

Take a look at this page and embody 
a similar page in your next issue and 


then simultaneously begin featuring a 
number of items appealing especially 
to women. If you don’t thank us for 
this suggestion in the long run, we'll 


Thoma; P. Jones and Scns—Hardware News 








HOUSEKEEPING HELPS 





BAKED STUFFED ONIONS 


12 ov more small white onions. 
18 eupful dry bread crumbs. 
2 tat 


* with an apple corer Fill the 
cay ties with the sausage meat and 
r, over hot water 


e butter 


onions 
but 1 bread 


Cover the top ¥ ever 
at oven until 


ith bu 
erubs and bake in a he 
tender and brown 


MMF. 
“STEAM COOKERS 


The housew'fe will {nd one of our 
Stenmers a great help in her cooking 
Steamed foods can be prepared easily 
and just right with a aterm cooker 
See them in our housewares section. 


RANBEAU 


6 lemons 
1% cups sugar 
CharRed Water 


RICE. WAFFLES 
% cup flour. 3 organes 
% cup cornmeal 

1 cup cold boiled rice. 

1 tablespoon melted butter. 


Cc * ce. 
1 teaspoon baking powder hipped k 


2 beaten eggs. 
S ft flour, salt and bak'ng powder 
together; add boiled rtce, milk, but- 
and ‘eggs—beat the m.xture 
thoroughly before making in the 
sizzing hot and well-greased waffie- 


iron 
MME. RANBEAU. 
WAFFLE IRONS 


mnt sprig 


rv 
eady to serve. 


Fvory member of your family will 
enjov the crisp waffles you can bake 
or one of our waffle irons. Durably 
mode of cast iron with specially con- 
structed handles that keep cool—w Ul 
last a lifetime. 


Por weod whch is waxed, use dry 
mops and dusters. Avo d using oil, 
ax if softens the wax so that dirt 
settles in it 


A little quicklimé placed In the in- 
fested places will drive away any kind 
of ants. tirely 
Tr he'ghten carpet, sprinkle with a 
salt before sweeping. 

10 polish a stove rub with a news- 


paper instead of a brush a cloth or paper 


For cleaning aluminumware noth- 
ing is better than ateel wool. There 
are both coarse and fine waeves for 
different utensils. 20 cents a pack- 
age. 


I'se no soap. 
the paint. 





FRUITED LEMONADE 


Several sprigs mint. 


1 cup grated pineapples. 
1% cup Maraschino liquor. 


Squeeze juice from the lemons and 
two of the oranges, add sugar, pine 
pple, marasch.no hquor and mix 
either plain or charged water Pour 
over chipped ice in glasses 
in each a maran.h.no cherry and a 


the rim of the 


MME 


HANDY LEMON SQUEEZERS 
No need to roll lemons if 
from our. assortment—we 
in both 


of lemons and oran 
these to your kitche 


Plain vinegar appled to @ serge 
that is worn shiney 
afterwarde will remove 


a may be dry 
paste made by moisten ng a fine pow- 
der such as whit ne 
on the glass, let dry 


Clean ename! paint 
whih dissolves the 
the dirt but does not affect the gloss. 
as it dulls the surface of 


grease and frees 





SMILES 


SUCH A DIFFERENCE 
many of tt 
fashioned girls now-a-days, de 

tor No,” replied t 





“You don't see 


e thea well 
© meet his bill 
ALWAYS WITH HIM 
“Core out with ue tonight. old 
chap and we will give su a howl 
n rood t me of It 
“Tharke Fovs, but the baby attends 
to thit at home 
Ethel—"“Who was that new girl 
saw you with last nicht 
Ja hat koer't © new grt 
That was my old gril*painted over 


Rub—"“My new job pays $15 a week 
and Tam saving it oll! 
w.th Dub—"“How on earth ca 
that?” 
hav nz Rub Fifteen dolla 
anything 


“It must be terr 


RANBEAU 


ou get a 


metal and glass 

constructed 

of juice out 

s—add one of 
pulfit 


“Do you know where the little bove 
go who don't put the r Sunday achoot 
money ‘n the plate? Yes'm—to the 
movies.” 
ae “Robby. what dd you do with your 
peanut shetis in the car? put 
‘em in the overcoat pocket of that 
with pressing man I wae sitting by 
the shine en- 

A amile is always worth ita face 
value. 
cleaned wih @ Don't mind abuse. Many a fellow 
Rub the piste ha sheen kicked into prominence 
then pol.ah with A happy man or women is a better 
th ng to find thin a Cive-pound note 

Let us hive fa.th that right makes 
reht and in that faith let use do our 
duty as we understand it 


with hot water, 


Difficulties are ‘the things that 
show men what they really are 
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The Queen City Hardware News 
PUBLISHED MONTHLY BY 


Issued with a view of establishing 
8 convenient method of communication 
with our customers and friends. The 
articles listed and described are all 
timely suggestions, which =. hope will 
aid you in making purchase 

The price of this ost petal is your 
GOOD WILL—the only asset money 
cannot bu Upon request a copy will 
be mail to you with our compli- 
ments 


B. B. Fackenthall - 


Monthly Circulation 3500 Copies 





ADVERTISING RATES UPON REQUEST 
Forms close 10th of preceding month 


Vol W. ‘JULY, 1921 





FIGHTING ODDS 


Did you ever stop to think that all 
great and worth while things are 
created against odds? Men have to 
fight for what is worth while to bring 
it to pass and to hold it. There are 
difficulties, inconveniences and quite 
possibly hardships in the way of the 
things you are ambitious to do, but 
what of it? 

As you going to complain about or 
stop at the very things that create 
your opportunity? That is exactly 
what hard going does. It affords you 
the good opportunities that are open 
to you because fools take the easy 
looking road that gets harder as life 
progresses instead of taking the rough 
going early in life when they have 
the health, enthusiasm and physical 
stamina for it. 

Put your health, energy and your 
abundant resources into worth while 
things. You think that a. man who 
spends his money like the proverbial 
drunken sailor is all kinds of a fool, 
but while HE squanders a month’s 
pay, YOU may be throwing away the 
mechanical genius of Edison, the 
business astuteness-of a Marshall 
Field, the political wizardry of a 
Roosevelt 


Don’t join the legion of men who 
stay commonplace because they did 
not awaken to the fact that success 
exacts its price just as anything else 
worth acquiring does. Be what it is 
possible for you to be; what is is in 
you to be, by doing today what you 
must do today to be the man you want 
to be tomorrow. 

The position you want, the advance- 
ment you covert, are not like fruit, to 
be plucked from trees. They are 
more nearly like a well protected fort 
and just as a general attacks again 
and again, undaunted by failure, so 
you, too, have to put up a fight for 
what you want. Wake up to this 
fact. Don’t underrate what you have 
to do and don’t forget that the hard 
going is a blessing in disguise that 
keeps out pikers. 


sx 


HOW IS THIS? 


A tailor hung out a sign on which 
was painted a big red apple and no 
more. 

Passersby, naturally, were so puz- 
zled by it that every now and then one 
would enter into the shop and ask the 
tailor what the sign meant. 

“If it hadn’t been for the apple,” 
was his reply, “where would the cloth- 
ing business be today?” 


a 
HAVE A HEART 


Treat kindly the tools and the other 
equipment that help you get things 
done around your place. Good tools 
are faithful servants and deserve con- 
sideration 

Here is another tool worth turning 
over in your mind. Don't try to make 
any tool a Jack of All Trades. It is 
false economy. 

Use a spading fork to lever out a 
rock that should be taken out with a 
crow bar and the chances are that you 
will have to buy both a crow bar and 
a NEW Spading Fork. 


VACATION AIDS 


Vacation time is your big time of 
the year. Be generous to yourself. 

Equip yourself with every good 
times accessory. To be sure that you 
do not omit to take anything that will 
contribute to your comfort and enjoy- 
ment, make it a point to look over 
your vacation accessories before you 
start. 

x 


Mrs. Busy—“What is, 
band’s average income?” 
Mrs. Bee—“Oh, about midnight.” 


your hus- 


SQUIRREL SQUIRMS 


Many people spend enough time in 
useless reading to give them consid- 
erable knowledge about their work if 
they would read books and papers 
along that line. 


x 


Do you think less of yourself for 
breaking your resolution or is your 
word worth so little that you break it 
without the second thought? 


x 


Some one, once upon a time foolish- 
ly remarked that “opportunity comes 
but once. 


———X 


That is not so. Opportunity comes 
often. The fault is not with Opportu- 
nity but with the salesperson whe fails 
to keep his eyes open. 


x 


Remember what that old English- 
man Addison wrote? “A contented 
mind is the greatest pene a man 
can enjoy in this wor! 


a 


But there are two kinds of content- 
ment, that which comes from satisfac- 
tion of work well done. That is a 
brand of merchandise worth investing 
in. 


x 


On the other hand, there is the con- 
tentment that comes from downright 
laziness, too much trouble to change 
conditions. That kind of contentment 
is too much like the occasional “stick- 
er” in merchandise. There is never 
any profit in it. 


x 


Today is the tomorrow of yesterday 
—the day on which you said you would 
accomplish so much. Have you done 
it? 


a 


Hundreds of girls are coming from 
Central Europe to marry men in this 
country whom they have never seen. 
ce of the awakening when,they see 
them 


Cop—“Hey, where are you going? 
Don’t you know this is a one-way 
street?” 

Abe—(in a new car)—*Vell, I'm 
only going one way, ain’t I?’ 








4. A page from a well-edited store paper 


treat you to the best cigars obtainable. 
By the way some store papers which 
we look over periodically are made up, 
one would think their editors didn’t 
want the ladies to read them at all. 


From time to time in this depart- 
ment we have printed strong letters 
of testimony to the store paper’s worth 
and we are glad to add another to the 
long list. 

The letter from Thomas 
Sons follows: 

Mr. L. S. Soule, Editor HARDWARE 

AGE, New York, N. Y. 

Dear Sir: 

We are very much pleased to 
learn that the last month’s issue 
of our Store News was interesting 
enough to call our attention to it 
and also to come under your notice. 

We are certainly proud of our 
work and the wonderful results 
obtained through its circulation. 

Our first issue was 500 monthly, 
and we have gradually increased 
until our second year finds us cir- 
culating 2000. 


P. Jones & 


All of the clerks and store help 
are very enthusiastic and alive. 
We simply find out the seasonable 
items and tell the public what we 
have and state prices. 

We can positively state that this 
method of advertising, if done sys- 
tematically, will prove a boom to 
any business. We are very grate- 
ful to the HARDWARE AGE for their 
suggestions and inspiration derived 
from reading their paper. We re- 
main, Yours truly, 

T. P. Jones & Sons. 


An Ably Edited Store Paper 


No. 4 (8 in. x 11 in.) 

While we are on the subject of store 
papers let us consider the Queen City 
Hardware News, published monthly by 
C. Y. Schelly & Bro., Allentown, Pa., 
from which the page reproduced is 
taken. 

The earmarks of careful editing are 
always discernible in a store paper, and 
while the average reader knows little 
or nothing concerning the art of edit- 


August 4, 1921 


ing, you can put it down as an inflex. 
ible rule that he reads closer the paper 
that is most thoroughly planned and 
made up. 

The editorial page of the News, 
which is shown here, will give you a 
working idea of the care and thought 
used in the editing of this hardware 
paper. On reading the page, you will 
discover two things: first, that the orig- 
inal matter has been very well han- 
dled, and second, that the clipped mat- 
ter has been sifted and not just slapped 
in at random. The more thorough you 
are in preparing the pages of a store 
paper the greater the reader interest 
you can count upon. 

Editor B. B. Fackenthall keeps the 
same keen eye and uses the same dili- 
gent brand of editing on the rest of the 
pages. 

The July number digest brings to 
light the following wealth of matter 
packed into 12 pages. (The fact that 
the News runs 12 pages per month 
makes it one of the largest hardware 
store papers published.) First, there is 
a tie-up to the holiday. Next, such sea- 
sonable items as preserving supplies, 
refrigerators, sprinkling cans, scales, 
porch swings, auto supplies, paints, 
safety razors, wall-board, freezers, 
sport goods, toys, roofing and varnish 
are displayed and written about in in- 
teresting style. 

Then there is interspersed some cork- 
ing good store policy editorials illus- 
trated with catchy service cuts, as the 
firm subscribes to a cut and copy ser- 
vice and through its use adds an outside 
touch to the paper which makes it 
doubly readable. The Schelly folks cer- 
tainly use this service for all it is worth. 
If you subscribe to a cut service, USE 


YOUR DOLLAR 


Is Back on the Job 


NEWER AND LOWER PRICES have been 
put into effect by many manufacturers and 
distributors and you will find these changes 
reflected in our prices NOW. 





YOUR DOLLAR will actually BUY more 
hardware today than it would six months 
or a year ago—so‘why not do that building 
[or repairing] or buy those conveniences 
for your home that you have postponed for 
this time? 


OUR PRICES are based on TODAY'S market 
—nhot on that of a year ago. 


The way to bring prosperity back is for us 
all to do SANE buying of our needs now 
which will mean employment for all. 


ICULLIWAIN & WAiLACE 
ONS el 


1. Utilizing an ad for an envelope 
inclosure 
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it, else you lose money and sales and 
the service people the inspiration to 
keep bettering their work through see- 
ing dealers appreciate what they are 
doing. Just keep in mind that money 
is not all folks work for—they like to 
extract a little joy from their work 
along with the pay. 

The Schelly firm also use manufac- 
turers’ ready-made cuts in profusion. 
An example is their use of the Gillette 
Safety Razor dealer cuts explaining the 
new razor as featured in the Gillette 
advertising campaign. 

We could go on multiplying instances, 
but to sum up—the Schelly people take 





KEEP COOL 
SAVE «LABOR 
By Electricity 


Electric Fans — A cool 
breeze in your home— 
you will not know «that 
day or night is hot 
Electric Grill or Toaster 
helps you prepare an ap 
petizing meal at the table 
Electric Flat Iron—does 
not heat the house and 
i lightens labor-on ironing 


day. 


Make this an electrical 
summer. See our labor- 
saving household appli- 
ances. 





Electric Fans ............$5.85 — $8.50 
PCRS GD cis sncccusecscoes . $12.50 
Flectgic Toaster ..................$8.00 
Electric: Flat Iron ........$5.50 — $7.00 





Buchanan Hardware Co. 


Phone 63+ Richfield Springs, N. Y. 











2. More cashing in on “Keep Kool 
Kinks” 


advantage of everything that will liven 
up, vary, make more readable and 
heighten the’ attractiveness of their 
store paper. 

The only quarrel we have with Ed- 
itor Fackenthall is that he prints the 
paper in blue. We would print it in 
black, for by so doing the halftones 
would look better and the type be easier 
to read. And red and black is more 
effective than red and blue. It happens 
that it was appropriate to print the July 
number in red and blue, but we would 
get back to black after that. 


foresees Renewed Buying 
Activity 

That better business conditions will 
come with the restoration of confidence 
on the part of buyers, and that July 1 
was the turning point of the business 
depression, is the belief of many promi- 
nent New York business men, and in 
this opinion an official of the firm of 
Oliver Brothers, Inc., 71-3 Murray 
Street, New York, buyers for whole- 
salers in hardware, thoroughly con- 
curred in a special interview granted 
a HARDWARE AGE reporter last week. 

“July first,” stated this gentleman, 
who requested that his name be with- 
held from publication, “was considered 
by many as a turning point. This does 
not mean in prices, but in demand. In 
other words, there have been many 


HARDWARE AGE 


signs the last fortnight of increased 
activity; a healthier tone. 

“We have been suffering a period of 
business stagnation,” he continued, 
“that is unparalleled in commercial his- 
tory. The stagnation was one of such 
severity that it must of necessity be 
one of short duration, and it would not 
be surprising if business was brisker 
from now on. 

“As far as prices are concerned, how- 
ever, no advancing tendency is looked 
for; in fact, the reverse is expected for 
a long period to come. As prices ap- 
proach nearer to normal, however, it 
is natural to expect the reductions to be 
fewer and farther between.” 

“Do you believe that the price bot- 
tom has been reached?” the interviewer 
asked. 

“No, we do not,” was the reply. “We 
believe that statistics show that on 
many commodities the prices are still 
as high as 75 per cent above normal. 
While we believe a great deal has been 
done toward stabilization, there will be 
no really permanent stabilization until 
practically all items have reached a 
point where confidence will have been 
restored.” 

“How long do you believe it will be 
before confidence is restored?” 

“Confidence is developing in the mar- 
ket at present, as is illustrated by the 
increased activity during the past few 
weeks, and we expect that this confi- 
dence will increase as time goes on. 

“It might appear to be a paradox to 
expect advancing demand with declin- 
ing prices, but this belief is explained 
as follows: 

“In a general way we may consider 
that up to July 1 the demand was ab- 
solutely nothing; in fact, actual figures 
show that it was probably not more 
than 20 per cent, if that much, of pro- 
ductive capacity. If, therefore, we have 
an advancing demand, we might have 
a demand which would require a pro- 
duction of about 50 per cent. This 
would be considerably more than pre- 
vailing at the present time, but would 
be far from a maximum 100 per cent 
demand and production. The manufac- 
turers will, of course, consistently en- 
deavor to increase their orders to main- 
tain nearer to 100 per cent capacity, 
and probably, therefore, will reduce 
prices on a slowly declining scale.” 

“Are those figures accurate?” 

“The figures just quoted are not nec- 
essarily authentic, but I have used them 
primarily to illustrate the idea we wish 
to convey for the purpose of present- 
ing a picture of what might happen. 

“It should be remembered that this 
period of declining prices will prob- 
ably be of such long duration that it 
would not seem to be the part of wis- 
dom on the part of buyers to withhold 
entirely from purchasing, but it would 
seem to be policy to purchase materials 
as required; in fact, anticipating re- 
quirements, say, for 30 days ahead, un- 
derstanding that it would appear to be 
fatal to adopt a policy of no purchasing 
whatsoever.” 

“Isn’t your 30 days’ limitation rather 
drastic?” 
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“IT mention this figure just for exam- 
ple, for the purpose of illustration. 
Each individual buyer can determine 
what his immediate requirements are. 
_“But I would like to emphasize par- 
ticularly that in a general way all signs 
indicate that the turning point in busi- 
ness stagnation has come and we look 
for steadily increasing activity. We 
believe, also, that we are optimistic 
when predicting lower prices because 
we think that the nearer prices ap- 
proach what would be considered nor- 
mal the greater and healthier will be 
the general business situation.” 


The Three Graces 


OR years we have been taking, 
F Taking, taking, nothing more, 
Just taking, taking orders 
That came trooping in the door; 
We’ve been shipping, shipping, ship- 

ping 
Goods by motor and by rail, 
Filling orders, orders, orders, 
Coming in by ’phone and mail; 
We’ve been slipping, slipping, slip- 
ping 
Into ways of carelessness, 
But the tide of sales is turning, 
Growing less and less and less, 
And there’s only one solution, 
Only one that will suffice— 
We must start in giving, giving— 
Service, quality and price. 


For years we have been heaping, - 
Heaping, heaping profits high, 

Never thinking of a morrow 
When our trade would cease 

buy ; 

But the flood of sales is falling, 
Falling, falling, and the day 

Of void and empty order books 
Is not so far away, 

Unless we face the issue 
With a purpose strong and sure — 

Determined that our business 
As it is shall so endure. 

We must give of time and labor 
And make every sacrifice; 

We must sell and keep on selling— 
Service, quality and price. 


We must give, of service, freely, 
And, of quality, the best; 

We must sharpen well our pencils 
To stand competition’s test; 

We must sell and keep on selling, 
Selling goods for all we’re worth 

And forget our “taking” methods—- 
We no longer “own the earth’; 

We are all of us dependent 
On the man who has the “dough”; 

He is shopping, shopping, shopping 
And he’s really in the “know.” 

We must give and keep on giving, 
And thig only will suffice, 

We must give, to keep on selling— 
Service, quality and price! 

WILLIAM LUDLUM. 
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How Stumbling Blocks Can Be Made Over Into the 


Best of 5Stepping-stones—Using 


Hard Times to 


Stimulate Business and Taking Advantage of Luck 


O most of us humans, rocks in 
if the road are stumbling blocks. 

To some of us they are but 
stepping-stones to higher achieve- 
ments. 

On the way down the other morn- 
ing a toweringly conspicuous success 
in retail selling gave us a peep at an 
incident in his experience that indi- 
cates how adversity can be made an 
advantage and how misfortune can 
be capitalized for cash coupons. 

This dealer happens to be a “big” 
grocer, but the lesson is there for 
hardware man, traveler, jobber—a 
big lesson for anybody who will read 
and heed. 

A grouchy landlord imposed as a 
condition of this merchant’s lease 
that no awnings should be hung on 
the store front. It may have been a 
matter of fire regulations or some- 
thing else. That doesn’t count. The 
hard fact was that Mr. Grocer was 
obliged to go along without awnings. 

Result? Fresh fruits and vege- 
tables curled up, wilted and died like 
an Alaskan at midday on a July visit 
to Oklahoma—temperature 117 in 


the shade, and no shade. 

Did Mr. Grocer quit the trade pull- 
ing, money-earning vegetable and 
fruit department? He did not. He 
turned the obstacle into an oppor- 
tunity. 

In his window to-day is a great 
big orange, made of wood and about 
seven feet high. On its side is the 
sign: 

FRESH FRUITS AND VEGETA- 
BLES KEPT FRESH—NOT KEPT 
IN THE WINDOW 

Sometimes it is an immense peach, 
again it is a giant pear, but always 
the window that might have had the 
fine showing of young radishes, 
string beans, strawberries, etc., tells 
the story of “fruits kept fresh, not 
kept in the window.” And he has 
put across the story so effectively 
that the commission men tell him he 
is the biggest buyer of fresh green 
stuffs of any single grocer in Chi- 
cago, and that is quite some buyer, 
you'll readily agree. 

“It meant at least $100 a day in 
volume and a tidy little profit to quit 
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the green stuffs game,” said this 
dealer, “so I simply couldn’t quit. I 
had to find a way over the stumbling- 
block or around it, and I did.” 

There’s a splendid host of hard- 
ware men who are turning the same 
kind of tricks. They are using 
stones in their pathway for stairs 
to higher sales totals. 

When the Edward & Chamberlin 
Hardware Co., Kalamazoo, Mich., 
found that it was next to impossible 
to get customers to go to the second 
floor for housefurnishings it brought 
down counter displays of goods from 
that floor, priced them right, adver- 
tised them “hard” and changed cus- 
tomer resistance to eagerness to buy. 

When Strong & Barker, Battle 
Creek, Mich., realized they were off 
the beaten path and their sales suf- 
fered from their location did they 
quit? Well, you don’t know Strong 
& Barker if you think they did. 
They saw that cheap rent and p'enty 
of ground room could be turned into 
an asset so they “went in for” wag- 
ons, implements and other bulky mer- 


(Continude on page 88) 




















Office of HARDWARE AGE, 
239 West 39th Street, 
New York, July 30, 1921. 
OME of the local jobbing firms 
report that a scattered amount of 
interest-is beginning to manifest 
itself for fall merchandise. Anquiries 
and orders that have been received are 
mostly for small lots on such items as 
snow shovels, axes, furnace scoops, tree 
stands and sleds. 

As a general condition, however, the 
amount of interest that is being shown 
fall goods, is very small. Jobbers say 
that dealers are apparently holding off 
anticipating further price reductions, 

As far as the retailer is concerned, 
store business is good, and what is 
termed outside business, that is, factory 
and contractors’ supplies, is reported to 
be improving in many sections. Most of 
the business that is being conducted at 
the present time in the wholesale market 
is of a “pick-up” nature. j 

Some of the large jobbers and con- 
tract houses in this city report that rail- 
road buying is beginning to increase in 
volume. It is said that bids have been 
Tequested and furnished for specifica- 
tions on miscellaneous material and re- 
pair parts. Rope distributors also re- 
port railroad inquiries. 

It is interesting to observe the grow- 
ing tendency in the local market on the 
part of both the jobber and the retailer 
to view the prospect of fall and winter 
business with more optimism than has 
been shown, perhaps, since boom times. 
Although the market is at present very 
quiet, there is, generally speaking, a 
healthier tone prevailing. 

Among the more important price 
changes reported by local jobbers dur- 
ing the past week were the following: 

The Yale & Towne Mfg. Co., Stam- 
ford, Conn., has made a reduction of ap- 
proximately 10 per cent on its builders’ 
hardware line, 7 per cent on its line of 
door closers and a substantial reduction 
on its high grade padlocks. 

The Stanley Works, New Britain, 
Conn., has made a reduction ranging 
from 5 to 10 per cent on its entire line. 

Sargent & Co., New Haven, Conn., has 
made a reduction of 10 per cent on its 
line of builders’ hardware. 

Wire halter chains have been reduced 
5 per cent. 

Structural rivets have been reduced 
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at $3.90 base from New York stock. 

Sledges, wedges, picks and bars are 
reported to have been reduced about 10 
per cent. 

Automobile Accessories. — This line 
continues as one of the most consistent 
in the local market. Jobbers report 
sales to be good, and retail trade, espe- 
cially in suburban districts, is brisk. 

Ash Sifters.—Jobbers report that a 
number of small orders are beginning to 
come in. No real buying interest, how- 
ever, has shown itself as yet. 

Jobbers’ quotations f.o.b. New York: 

Heavy steel galvanized ash sifter, rotary 
wire sieve, iron brace bands, $30 per doz. 

Crated, $33 per doz. 

Axes.—Improvement was reported by 
many of the local jobbers during the 
past week in the amount of interest 
shown axes. There are rumors of price 
changes. 


Jobbers’ quotations f.o.b. New York: 

House axes, ebony finish, 2% Ib., $12 per 
doz. 

“Wall City’? axes, 2% Ib., $13.50 per doz. 

Long Island handled axes, 24% to 2% Ib., 
$19.60 per doz. 

Second quality, 
$19 per doz. 


26 in. handle, 4 to 5 Ib., 


Flint edge, Rockaway pattern, 4 to 5 Ib., 
$20.75 per doz. 
Connecticut pattern, handled axes, 3 to 


3% Ib., $19.60 per doz. 

Bolts and Nuts.—This market is no- 
ticeably weak, and there is a general 
anticipation that further price reduc- 
tions will be made in the near future. 
Buying seems to be closely restricted 
to small lots. 


Jobbers’ quotations f.o.b. New York: 

Common carriage bolts, % x 6 and 
smaller, 50 per cent to 50 and 5 per cent; 
longer and thicker, 45 per cent to 45 and 5 
per cent. 

Machine bolts, % x4 and smaller, 50 and 
10 per cent to 50, 10 and 5 per cent; larger 
and thicker, 50 per cent to 50 and 5 per 
cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 75 and 10 per cent to 75 per cent 
larger and thicker, 70 per cent. 

Tinners’ rivets, 60 per cent. 

Hexagon machine screw nuts, iron, 40-5 
per cent; brass, 4/32 to 8/32 in., 75 per 
cent; 10/32 to 12/32 in., 65 per cent; 14/32 
in., 60 per cent, 

Lock washers, 40 per cent. 

Toggle bolts, steel, bright finish, 50 and 
10 per cent. 

Iron rivets, 60 per cent; copper rivets, 75 
per cent. 


Builders’ Hardware.—The announce- 
ment made during the past week by 
local jobbers regarding price reduc- 
tions on many items in this line, is 
reported to have attracted considera- 
bly more interest to builders’ hardware 


77 


ASUASUTUAREAE AERO EAA cgensnseucacsnccecesucaeeagcaucesessneceetcveesgeecvscagegcvauiceegeae 


DT) 


AANUAULALALLUbOUAAASOLALE 














generally than has been shown for 
some time. Increased building in and 
around New York though large com- 
pared to the last few years, is in no 
way adequate to meet the demand that 
exists. 

Coffee Mills.—Jobbers report stocks 
to be in fair condition and interest mild. 


Jobbers’ quotations f.o.b. New York: 
Ceffee mill, glass hopper, metal 
japanned, holds 1 1b. coffee, $11 per 
Same, slightly different shape, $14.25 

doz. 

Cotton Gloves.—Quite a good deal of 
interest is being shown these items in 
what is known as the pick-up trade. 

Jobbers’ quotations f.o.b. New York: 

Cotton gloves, white canton flannel, with 
krit cotton wrist, light, $1 per doz. pair, 
net; heavy, $1.75 per doz. pair, net. Heavy 
weight white canton flannel, cuff lined, with 
reavy stiffened material, regular style, $1.75 
per doz. pair, net; leather faced, $4 per doz. 
pair, net. 


Farming Tool Handles.—This line 
continues quiet and jobbers say that 
no sudden price developments are ex- 
pected. Stocks are in fair condition. 


Jobbers’ quotations f.o.b. New York: 
Hay fork handles, bent, 5 ft., $5.85 plus 5 


parts 
doz. 
per 


per cent; 6 ft., $7.70 plus 5 per cent; hay 
fork handies, straight, 5 ft., $4.20 per doz., 
plus 5 per cent; 6 ft., $6.70 per doz., less 5 
per cent. 

Long handle manure fork handle, $4.40 


per doz., plus 5 per cent; wooden D manure 
fork handle, $6.90 per doz., plus 5 per cent. 


Six-ft. rake handle, $6.20 per doz., less 5 
per cent. 

Shank rake hoe handles, $3.40 per doz., 
plus 5 per cent. Spade handles, $7.10 per 


doz., plus 5 per cent. Malleable D spading 
fork hanéle, $5.75, plus 5 ner cent. Wooden 
D spading fork handle, $6.90, plus 5 per cent 
Farming tool handles’ generally are 
quoted in this section at discount of 5 per 
cent. 
Pick, sledge, hammer and hatchet 
dles are quoted discount of 5 per cent. 
Galvanized Ware—The past week 
produced a slight increase of interest 
for galvanized sheet which was con- 
fined, however, to local orders. Pails 
and tubs are reported to be mildly ac- 
tive following the reduction. 
Prices to retailers, f.o.b. New 
Galvanized sheets, No. 28 gage, 
00 Ib, 
Jobbers’ quotations f.o.b. New York 
Galvanized pails, 8 qt., $2.35; 10 qt., $2.70; 
12 qt., $2.95; 14 qt., $3.30; 16 qt., $4 per doz. 
Galvanized wash tubs, No. 1, $7.85; No. 
2, $8.80; No. 3, $10.25; all per doz. 


Ice Cream Freezers.—There is still 
a fairly active amount of small buying 
for these articles in the local market. 
Prices are unchanged. 


JobLers’ quotaticns f.o.b, New York: 

Arctic freezers, 1 qt., with double scrap- 
ers, $3 apiece. Same, 4 qt., $5.10 apiece. 

White Mountain freezers, duplex dasher 


han- 


York 
$5.50 per 
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and double self-adjusting scraper, outside 
galvanized, 1 qt., $3.65 apiece. Same, 4 qt., 
$13.70 apiece. 

Auto vacuum freezers are quoted at 
$3.35 a piece in the 1-qt. size and the 4 qt. 
size about $6.70 apiece. 

Prices to retailers, f.o.b. New York: 

Acme freezer, 2-qt. size, $11.50 per doz.; 
4-qt. size, $20 per doz. 


Ice Scrapers.—New prices announced 
last week on these articles are said to 
have attracted a certain amount of 
small interest among local dealers. 


Jobbers’ quotations f.o.b. New York: 

Ice scrapers, solid shank, steel blade, 
rough finish, 6% x 5% in., 4 ft. handle, $6.25 
per doz. Solid shank shaper, extra quality, 
tempered steel blade, 7 x 6 in., % in. pol- 
ished and painted blue, 4 ft. handle, $7.50 
per doz. Ice scrapers, socket extra heavy, 
7 in. blade, 6 in. deep, % in. polished and 
painted blue, 4 ft. handle, $10 per doz. Ice 
scrapers, extra heavy, solid shank, double 
beaded blade, 8 x 6 in., heavy iron ferrule, 
4% ft. handle, $10.40 per doz. 


Lanterns.—Little interest is being 
shown lanterns at the present time in 
the local market. Jobbers report fair 
stocks and steady prices. 


Jobbers’ quotations f.o.b. New York: 

Hy-Lo tin lanterns, $9.50 per doz. Victor 
tin lanterns, $9.50 per doz. Monarch tin 
lanterns, $9.50 per doz. Junior brass lan- 
terns, $18 per doz. Blizzard tin lanterns, 
$14.50 per doz. Buckeye dash lanterns, $14.75 
per dozen. Roadster wagon lanterns, $18.50 
per doz. De Lite lanterns, $14.50 per doz. 
Little Wizard lanterns, $11.75 per doz. 
Eureka driving lanterns, plain lens, $19 per 
doz. Watchmen’s mill lanterns, enamel 
finish, $25 per doz. Imperial platform lan- 
terns, $9.75 each, 


Linseed Oil.—This market shows 
signs of increasing firmness, although 
distributors are of the opinion that fur- 
ther advances are more likely to be 
made. Substantially the same condi- 
tions prevail as reported last week. 
Local supplies are ample to meet the 
demands of small orders. 


Prices to retailers, f.o.b. New York: 

Linseed oil, car lots, 75c. to 78c. per gal.; 
less than car lots, but- more than 5 bbls., 
78c. to 8lc. per gal.; single barrels, under 
5 bbl. lots, 83c. to 84c. per gal. soiled oil 
is 2c. extra. Doubled boiled oil is 3c. extra, 
= - in half bbl. is 5c. per gal. addi- 
ional, 


Rat and Mouse Traps.—There seems 
to be a small amount of buying for 
these articles. Stocks are fair and 
prices apparently firm. 


Jobbers’ prices f.o.b. New York: 

“Out Sight” rat traps, $1.45 per doz.; 
“Out Sight’’ mouse traps, 75c. per doz.; 
*‘Victor’’ mouse traps, 25c. per doz.; “Hold 
Fast’’ mouse traps, 27c. per doz. 


Nails.—Very unsettled conditions are 
said to prevail in the local nail market. 
Price shading is reported in many 
quarters, and the basic market price is 
considered by many to be difficult to 
determine. Stocks are apparently ade- 
quate to meet the demand, though in- 
terest is erratic. 


Jobbers’ quotations f.o.b. New York: 
Wire nails, $3.50 to $3.70 base per keg. 
Cut nails, $4.45 to $4.55 base per keg. 
Coated nails, $3 base per keg. 

Wire nails, 1 lb. papers, are being quoted 
at 75 per cent. 

Wire nails, 4 Ib. papers, 60, 10-10 per 
cent; wire brads, 1 lb, papers, 75 per cent; 
wire brads, 4% Ib, papers, 60, 10-10 per cent. 

Naval Stores.—Turpentine is being 
held at 59c. per gal. The demand is 
small and stocks are reported to be 
light. : Rosins are said to be attracting 
little interest. 

Prices to retailers, f.0.b. New York: 

b ~~ “Sed of turpentine, 59c. per gal. yard 
asis. 


Rosin, yard basis, 280 Ib. to.a bb! 1 
D grades, $5.10; E grade, $5.20; F ie. 
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$5.25; G grade, $5.35; H_ grade, $5.40; 
I grade, $5.45; K grade, $5.70; M grade, $6; 
WW gerade, $7.85. 4 

Pitch tar in 200-lb. bbl., $7. Kiln tar, 
$11.50; retort tar, $11.50. 


Roller Skates.—Interest seems to be 
increasing somewhat in these articles. 


Jobbers’ quotations f.o.b. New York: 

Extension roller skates, steel foot plate 
and back, extend 7% to 9% in., cast iron 
rolls, web heel and toe straps, $1.10 per 
pair. Same, better grade, $1.29 per pair. 
Extension skates, with tops, trucks, clamp 
made of cold rolled steel, rubber cush- 
ioned, extension 742 to 10 in., half strap 
heel, clamp toe, plain steel roll, $2.10 per 
pair. Extension ball-bearing roller skates 
for men, nickel-plated, $2.65 per pair. 
Same, for women, $2.75 per pair. 


Rope and Twine.—The most impor- 
tant development of the past week in 
the rope market was the inquiries re- 
ceived from the railroads. There is 
little general interest being shown 
rope, however, at the present time. 
Twine is maintaining fair interest. 


Jobbers’ quotations f.o.b. New York: 

Manila rope, No. 1 grade, 16c. to 19%ec. 
per lb.; manila No. 2 grade, 15c. per Ib.; 
manila No. 3 hardware grade, 13c. per Ib. 
Sisal, No. 1 grade, 13c. per Ib.; sisal, No. 2 
grade, llc. per lb. Bolt rope, 20c. to 22c. 
per lb. 

Lath yarn, 13c. to 15c. per lb. Jute wrap- 
ping twine, 18c. to 28c. per lb. India hemp 
twine, No. 9, 15c. to 17c. per Ib. 


Screws.—The market as far as this 
item is concerned seems to have taken 
a firmer tone. Stocks are reported to 
be in fair condition. 


Jobbers’ quotations f.o.b. New York: 

Wood Screws.—Fiat head, bright, 77%-15 
per cent; flat head, galvanized, 62%4-15 per 
cent; round head, blued, 75-15 per cent; 
round head, nickeled, 65-15 per cent; round 
head, brass, 70-20 per cent; flat head, 
brass, 7214-20 per cent; round head, brass, 
nickeled, 65-20 per cent. 

Machine Screws.—Iron, flat and round, 
75-5 per cent; brass, flat and round, 70 
per cent. 


Shovels.—Interest is beginning to 
show itself for these articles. Price 
reductions published last week seem to 
have attracted a good deal of local in- 
terest. 


Jobbers’ prices f.o.b. New York: 

Long handled, steel snow shovel, $4.50 per 
doz.; D handled, steel snow shovel, $5.50 
per doz.; D handled, hollow back, furnace 
scoop, $5.75 per doz.; long handled, hollow 
back furnace scoop, $5.75 per doz.; riveted 
back furnace scoop, long handled, $10.50 
per doz.; D handled, $10.50 per doz. 


Spring Balances.—Following the re- 
ductions announced last week an im- 
provement in interest was noticed. 
Stocks are good, but the demand is still 
small. 


Jobbers’ quotations f.o.b, New York: 
Sportsmen’s spring balances, brass, nickel 
plated, capacity 15 lb. by % Ib., $4.75 per 


doz. 

Straight spring balances, brass front, to 
weigh 25 lb. by % Ib., $1.50 per doz.; to 
weigh 50 Ib. by 1 lb., $3 per doz.; to weigh 
100 Ib. by 1 Ib., $48 per doz.; to weigh 150 
lb. by 1 Ib., $69 per doz. 

Iron clad ice balances, iron case, japanned, 
brass nickel plated dial, to weigh 200 Ib. 
by 5 Ib., $4.50 each net; to weigh 300 Ib. by 
5 lb., $5.25 each net; to weigh 400 Ib. by 5 
Ib., $5.75 each net. 

Circular spring balance weighs 10 Ib. by 
ounces, enameled dial, 6% in., nickel plated 
rim, porcelain enameled pan, 10% in., $2.40 
each net. Circular spring balance .weighs 
10 lb. by ounces, enameled dial, 6% in., tin 
scoop, 7x 10 x 2% in., $3 each net. Circular 
spring balance weighs 40 Ib. by 2 ounces, 
white enameled dial, 6% in., galvanized 
scoop, 18 x 14 x 7 in., $5 each net. Circu- 
lar spring balance, brass front, weighs 20 
lb. by ounces, pan 11 in. in diameter, $3.25 
each net. 


Strainers.— New prices were an- 
nounced on the following during the 
past week. 
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Jobbers’ prices f.o.b. New York: 

Wood handle strainers, high grade, 30 
mesh, twilled cloth, maroon handle, 2% in,, 
80c. per doz.; same, 2% in. handle, 85c. per 
doz.; 3% in. handle, $1.05 per doz.; 4 in, 
handle, $1.25 per doz. Flat bottom strain- 
ers, 30 mesh, twilled cloth, maroon han- 
dle, 2% in., 80c. per doz.; 2% in., 92c. per 
doz. 

Tree Holders.—New prices were an- 
nounced during the past week by local 
jobbers on the following: 


Cast iron tree stands, japanned striped 
with gold bronze, 2 in. opening, $10 per doz. 
net; 3 in. opening, $16.75 per doz. net; 
“Gem” tree stand, $5.75 per doz. 

Sleds.—Jobbers announced new prices 
during the past week on these articles; 


Jobbers’ prices f.o.b. New York: 

Flexible Fiyer sleds No. 1, 38 in. long, 12 
in. wide, 6 in. high, $4.50 each; No. 2, 42 in. 
long, 13 in. wide, 6 in. high, $5 each; No. 
3, 47 in. lcng, 14 in, wide, 7% in high, $6.50 
each; No. 4, 52 in. long, 14 in. wide, 7% in. 
high, $7 each. Junior Racer, 49 in. long, 
12 in. wide, 6% in. high, $5.50 each; Racer, 
57 in. long, 13 in. wide, 7% in. high, $6.75 
each; No. 5, 63 in. long, 16 in. wide, 8 in. 
high, $9.50 each. No. 4, with one pair of 
foot rests, $7.75: No. 5, with two pair of 
foot rests, $11. Discount of 35 per cent from 
factory: 334% per cent from New York stock: 

“An authority which has made a 
eareful study of the rubber and tire 
situation finds tire production now run- 
ning at an annual rate equal to about 
21,000,000 tires. This compares with 
an output of 32,000,000 tires in 1920, 
so that it would appear that the indus- 
try as a whole is operating at about 
two-thirds of capacity. The smaller 
companies are said to have been the 
gainers by the increased business be- 
cause they have no high priced raw 
materials to work off. Orders from 
dealers are now being received with 
marked regularity, the heat wave of 
the past month having stimulated con- 
sumption of tires. Manufacturers also 
have been benefited by the upturn in 
crude rubber, but as most of their 
stocks were purchased at higher prices, 
offerings have continued light. Al- 
though crude has rallied from a low of 
11 cents a pound to above 16 cents, it 
is estimated that the cost of produc- 
tion is 30 cents a pound, so that a fur- 
ther recovery in prices is looked for. 
Nothing like a runaway market is an- 
ticipated though, because the world’s 
stock of rubber is very high.” 


“O.N.T.” track is now being quoted 
by local jobbers $7.69 per 100 ft. Par- 
lor door track $9.50 per 100 ft. Tubular 
steel rail $13.35 per 100 ft. 


The Billings and Spencer Club, Bil- 
lings & Spencer Co., Hartford, Conn., 
recently held its annual meeting at the 
Casino Hotel, Beach Park, Conn. An 
elaborate dinner was served, following 
which there was singing and instru- 
mental music by several members of 
the party. R. M. Spencer, president; 
W. Crocker, vice-president, and G. J. 
Lyons, treasurer, were among the offi- 
cers attending. 


The Union Twist Drill Co., Athol, 
Mass., has posted notices announcing 
a 20 per cent cut in wages beginning 


September 1. The reduction embraces 
all employees, including the president 
and all other officers. 
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Office of HARDWARE AGE, 

1505 Otis Bldg., 

Chicago, July 25. 
YOME signs of business improvement 

are noted in the general situation. 

Railroads are coming into the market 
a little more actively for rails and 
new cars, and are also making quite 
heavy repair plans for their rolling 
stock. The attitude of the railroads 
is a very important one affecting the 
iron and steel situation, and while the 
change may only be slight, it is re- 
garded as a hopeful sign. 

Operation of iron and steel mills in 
this vicinity shows betterment. The 
Inland is operating near capacity, and 
the whole district shows indications of 
more extensive output. It is calculated 
that stocks are down low and that 
there will be a gradual resumption of 


buying. 
The building situation is little 
changed. There is some activity but 


it is small as compared with the normal 
amount of construction work at this 
season. Inquiries indicate that the 
trend may be upward for the next few 
months of the season. 

Prices are about the same this week. 
The only change of any moment is a 
decline of another 10 per cent on steel 
butts and hinges and a similar easing 
off in the miscellaneous line of build- 
ers’ hardware. These changes were 
not expected as it had been said that 
all possible deflations had been made, 
but they have been put in effect and 
have had some helpful effect on busi- 
ness in these items. 

Retailers are experiencing the dull- 
ness which always comes with late July 
and they face another month of slow- 
ness after which it is expected that fall 
business will show some beginnings 
and that trade will then be good until 
after the holidays. ‘ 

Collections are of a fair nature, al- 
though they are not as easily made as 
under boom times. 


Automobile Accessories.—Seasonable 
demand has an influence for better- 
ment in auto accessories. The weather 
has been conducive to taxing old tires 
and there is some improvement in the 
sale of tubes and casings during the 
past few weeks. Other accessories are 
in fair demand although none of them 
are selling heavily. The trade looks 
for good business throughout the rest 
of the season. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: Reliable jacks, No. 46, $3 each, 
$34 doz.; De Luxe long handled jacks, $8.50 
each; No. 1 standard jacks, $3.25 each; 
twin-cylinder foot pumps, $1.25 each; Sim- 
plex jacks, $2.10 each; Stewart hand horns, 
$4 each; Howe spotlights, $4 each; Weed 
chains, 30 x 3%, $5 per pair, with 25 per 
cent off in lots of one dozen pairs and 
33% per cent off in lots of more than one 
dozen pairs; Rid-O-Skid chains, $2 to $2.65 
ber pair; inner tubes, red, 30 x 314, $2.50 
each; gray tubes, 30 x 314, $2.05 each; Lyon 
bumpers, $10.25 each; Bethlehem spark 
Plugs in lots of 106 special type, 43c. each; 

ica type Bethlehem, 74c. each; standard 
Porcelain Bethlehem plugs, 55c. each; Her- 


flee Giant plugs, 55c. to 60c. each; 
Hocules Junior plugs, 27c. to 35c. each; 
el-Fi standard plugs, 45c. to 52c. each; 


Hel-Fi tractor plugs, 83c. to 97c. each; A. C. 
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Titan plugs, 58c. each; A. C. Cico plugs, 
48c. each; Splitdorf plugs, 70c. to 78c. each; 
United Junior plugs, 40c. each; Champion 
X plugs, 50c. each; Champion O piugs, 50c. 
each; Champion heavy-duty plugs, 57c. each. 

Axes.—Dealers are covering their 
needs for fall. Axes have been wel! 
reduced in price and buying seems to 
be with confidence. 








We quote from jobbers’ stocks, f.o.b. 
Chieago Warranted quality single bitted 
unhandled axes, 3 Ib. to 4 Ib., $14.50 base; 


good quality biack unhandled axes, same 
weight, $13.50 base; handled axes, $3 to $7 
extra according to grade. 

Agricultural Tool Handles. — Last 
week’s reductions of 5 per cent to 10 
per cent have been noted and have 
shown some tendency to increase busi- 
ness, but, of course, the bulk of the 
demand has passed for this season. 

We 


quote from jobbers’ stocks, 


Chicago: Agricultural tool handles, 
plan, $3.50; X bent, $3.90; XX bent, $5.30; 
it bent hayfork strap and ferrule, $7; 4% 
manure fork handle strap and ferrule, $7 
doz. 

Builders’ Hardware.—An unexpected 
decline of 10 per cent has been made 
in butts and hinges and the general line 
of builders’ hardware:has declined in 
like amount. This prices the line at 
figures much lower than at the start of 
the season and should give rise to a 
situation which means increased sell- 
ing. There is a fair amount of build- 
ing activity in this locality, a number 
of apartment buildings going up and 
inquiries indicating that the number 
will continue to grow greater through- 
out this building season. 


Cotton Gloves.—The trade is show- 
ing good interest in cotton gloves, 
which are selling at prices very near 
the pre-war quotations. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 6 oz. knit wrist gloves, $1 doz. 
pairs; 8 oz., $1.20, and 10 oz., $1.40. 

Cutlery—Demand for safety razors 
and blades of all kinds is good with the 
call for blades really being heavy. 
Shears and scissor sales are consider- 
ably improved. Kitchen cutlery is in 
demand and that portion of the trade 
which showed little interest in jack 
knives is now in the market in a small 
to conspicuous way. Prices have been 
liquidated and buying is now said to be 
safe. Holiday demands will soon be 
felt, and that means lively business. 
The general cutlery situation seems to 
show improvement. 


Cooking Utensils.—There is still good 
demand from the housewife for can- 
ning utensils. Aluminum ware is a 
little more active. 


Eaves Trough and Conductor Pipe.— 
Prices seem to be about down to bed 
rock. Demand still drags despite the 
favorable quotations, 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 29-gage lap joint eaves trough, 
$4.75 per 100 ft.; 29-gage 3-in. corrugated 
conductor pipe, $4.80 per 100 ft.; 3-in. cor- 
rugated conductor elbows, $1.55 per doz. 

Files.—Business shows good activity 
in files which still hold to the prices 
long prevailing. 

We from stocks, 


quote jobbers’ 





f.o.b. 
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Chicago: Nicholson files, 50-10 per cent off 
list; American files, 60-5 per cent off list; 
Disston, files, 50-10 per cent off; Black Iia- 
mond, 50-5 per cent off. 

Fencing.— As announced, field fencing 
went off in compliance with the general 
decline in wire goods, but ornamental 
fencing is unchanged, 
on ue from jobbers’ stocks, f.o.b. 

lcago: Lawn fence single space, 36 in. 
29.12; 42 in., $10.26; double aaa 36 in., 
$12.54; 42 in., $13.78; field fencing’ No. 10 
2 in, spacing, 26 in., $25.25; 82 in., $995 : 
17 in., $37. ates 

Flint Paper and Cloth.—There is no 
new movement in the line, prices and 






demand remain about the same. 

We quote from jobbers’ stocks, f.o.b. 
“hicago: First quality flint paper, No. 0, 
$1.50 per ream; first quality emery cloth, 
No. 0, $27 per ream. 


Galvanized Ware.—Some interest is 
shown in the competitive grades, but 
it is not heavy and there is very light 
movement in the better lines, even the 
staples being very slow in the sales. 
No indications of any price change are 
said to be in sight. 





Glass.—Sales are not brisk. Demand 

for building purposes fails to be heavy. 
Prices are unchanged. 
We quote from jobbers’ stocks, f.o.b. 
Chicago: Single strength A, all sizes, 81 
per cent off; single strength B, all sizes, 81 
per cent off; double strength <A, all sizes, 
83 per cent off; double strength B, all sizes, 
83 per cent off; putty in 100-Ib. kits, $4.75; 
commercial putty, $4.10; glaziers’ points, 
Nos. 1, 2 and 3, one doz., 75e. 

Hatcheis. — There are no_ price 
changes. Demand for competitive 
grades. has been quite satisfying and 
indications are for enlarged sales of 
the whole line. 

We 
Chicago: 
ets, $19 


quote from jobbers’ stocks, f.o.b. 
Size 2 extra quality broad hatch- 
per doz.; Competitive grade, $13 
per doz. and up; warranted shingling 
hatchets, size 2, $14.25 per doz.; Competi- 
tive forged hatchets, $9.75 per doz. 


Hammers. — Buying seems to be 
strictly on a necessity basis and in 
small lots. The market is well supplied 
with goods. 


We quote 
Chicago: No. 


frem jobbers’ stocks, f.o.b 
11% firs® quality nail ham- 
mers, $13.50 per doz.; Competitive forged 
nail hammers, $7.50 to $10 per doz.; cast 
steel hammers, $4 per doz. 


Hickory Handles—Normal business 
is not enjoyed, but there is quite a good 
movement of goods. No new prices. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $4 
doz.; No. 2, $2.50; finest selection second 


growth white hickory axe handles, $6 doz.; 


special white second growth hickory, $5 
doz.; No. 1 hatchet and hammer handles, 
80c. doz.; second growth hickory hatchet 


and hammer handles, $1.40 per doz. 


Hose.—Retailers continue to enjoy 
good business in hose, but of course the 
season is waning. No change since the 
recent reduction. 

We quote from jobbers’ stocks, f.o.b 
Chicago: %-in. good quality molded reel 
hose, 15e. ft.; %-in., 3-ply duck hose, good 
quality, lie, ft.; %-in., 4-ply duck hose, 
good quality, 17%4c. ft.; %-in., 5-ply multi- 
ple hose, 13c. ft. 

Lanterns.—As fall approaches more 
interest is expected to be shown in lan- 
terns, and prices are said to be sure 
to stand at present quotations. 

We quote stocks, f.o.b. 


from jobbers’ 
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Chicago: Monarch tin lanterns, hot blasi, 
$9.50 per doz.; No. 2 Dietz cold blast lan- 
terns, $14.50 per doz.; with large founts, 
$16 per doz.; best tubular lanterns, $9.50 
per doz.; Competition lanterns, No. 0 tubu- 
lar, $7.80 per doz, 

ice Cream Freezers—Some demand 
is felt, the season having been a satis- 
factory one in every way. No price 


deve.opments. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 2-qt. Acme tin freezers, $12 doz.; 
4-qt. Acme tin freezers,. $20 doz.; White 
Mountain freezers, 30 per cent off list. 

Ice Skates.—The trade continues to 
manifest interest in the line and to lay 
plans for another very fine season. 
Prices are the same, a reduction having 
been effected before the season of sell- 


ing started. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Men’s and boys’ key clamp rocker, 
best steel runners, bright finish, 9lc. per 
pair; men’s and boys’ key clamp rocker, 
steel runners, nickel plated, $1.18 per pair; 
men’s and boys’ key clamp hockey, polished 
cast steei runners, $1.24 per pair; children’s 
extension, 55c. per pair; women’s and girls’ 
half key clamp rocker, $1.15 per pair; 
women’s and girls’ half key hockey, $1.51 
per pair. 

Nuts and Bolts.—Steady business is 
reported. 

We stocks, f.o.b. 
Chicago: Large carriage bolts, 50-10 per 
cent off list; small carriage bolts, 60 per 
cent off; large machine bolts, 50-10-5 off 
list: small sizes, 60-5 per cent off list; stove 
bolts, all sizes, 70-5 per cent off; lag screws, 
all sizes, 60 per cent off list. 

Nails.—Sales are farily good at 
prices not changed for the past two 
weeks. 

We quote from jobbers’ 
Chicago: Common wire nails, 
base. 

Paints and Oils.——Demand is not as 
heavy as it was in the spring. The 
market is a little weak on basic ma- 
terials. 

We 


quote from jobbers’ 


stocks, f.o.b. 
3.50 per keg 


stocks, f.o.b 
single barrels, 
boiled, 89c., 

84c.; tur- 


from jobbers’ 
linseed oil, 
barrel lots 82c.; 
five barrel lots, 


quote 
Chicago: Raw 
87c. gal.; five 
single barrels; 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, July 30, 1921. 

FURTHER contraction in the move- 
ment of hardware is noted by both 
retail and wholesale firms in this sec- 
tion of the country, a perfectly natural 
thing at this season of the year, but 
which is magnified when comparison is 
made with business for the first six 
months of this year and with that for 
July, 1920. Salesmen out on the road 
are sending in a large number of in- 
dividual orders to the jobbers, but in 
about eight out of every ten cases the 
individual order contains but one item. 
No better illustration of business con- 
ditions can be given than such orders. 
As to the future, the situation is 
very much mixed. Having found busi- 
ness back on a normal footing for the 
first time in several years, the average 
retail dealer is apparently content to 
let things slide along for a while at 
least. Each one of the trade is doing 
a lot of guessing, however. Most of 
them fully realize that prices have been 
reduced on a great many things, but 
they are all looking for still lower 
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pentine, 85c. gal. in barrels; denatured alco- 
hol in barrels, 50c. gal.; white lead in 100 
lb. kegs, 13c. lb.; dry paste in barrels, 7c. 
lb.; white shellac, $3.75 gal.; English Vene- 
tian, red, $3.75 to $8.25 per 100 lbs. 

Roller Skates.—There will be some 
demand this fall for which retailers are 
making purchases. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Ball bearing boys’ roller skates, 
$2.45 pair; ball bearing girls’ skates, $2.60 
zal. 

Rope.—Agricultural demand is felt. 
Prices have been quite liberally de- 
clined. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality manila rope, stand- 
ard brands, 15%c. to 16%c. per |lb.; No. 2 
manila rope, 14%c. to 15%c. per lb. base; 
first quality sisal rope, standard brands, 
12%c. to 14%c. per lb. base; No. 2 sisal 
rope, 11%c. to 13%c. per lb. base. 

Steel Sheets.—There has been no 
change since the recent price reduction. 
Sales are on a requirement basis. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 28 gage galvanized sheets, $5.90 
per 100 lb.; 28 gage black sheets, $4.90 per 
100 1b. 

Sporting Goods.—Baseball demands 
are good while golfing requirements vie 
with other sporting goods for the lead- 
ing position in the sales. Fishing tackle 
is enjoying one of the best season’s in 
the history of the trade. Some sale of 
bicycles is noted. Sporting goods are 
proving one of the most profitable 
items which the hardware man is sell- 
ing, profits not only being good but the 
volume of business holding its head 
up remarkably well. The price situa- 
tion shows no change. 


Stove Boards.—Retailers are asked 
to cover their fall needs and are told 
there is little probability of any change 
in price. 
quote from 


We jobbers’ stocks, f.o.b. 


Chicago: Crystal wood lined square stove 
boards, 26 in., $14.45; 28 in., $16.95; 30 in., 
$19 doz.; Crystal paper lined square boards, 
26 in., $8.15; 28 in., $9.10; 30 in., $10.80 doz. 
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prices. At the same time they have 
comparatively little stock on hand, and 
if business is to be normal this fall and 
winter they will simply have to buy 
merchandise. 

The manufacturer, in turn, is doing 
considerable guessing these days. He 
has reduced prices without increasing 
sales. As a matter of fact, a large 
majority of the production establish- 
ments in this section of the country, at 
least, are working on reduced schedules 
because of the slowing down in busi- 
ness. There appears, however, more 
optimism in manufacturing circles than 
in merchandising, as regards business 
this fall. 

Just now the local mill supply firms 
are extremely busy submitting bids to 
various New Engand schools in the 
market for supplies. In the aggregate 
this business is fully up to if not larger 
than it was a year ago. 

It is interesting to note that the Bos- 
ton & Maine Railroad has taken a de- 
cisive step to regain business lost to 
motor transportation, having made a 
reduction averaging something more 
than 40 per cent in local express rates. 
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Sash Cord.—The price tenaency seems 
to be firm., There is a fair sale of 
material, 

We quote from jobbers’ f.o.b, 
Chicago: Standard grades No, 7 sash cord, 
$7.50 doz. hanks. Standard grade, No, 8 
$8.65 per doz. hanks. 

Screws.—Prices have been reduced 
by the leading jobber even below the 
usual discount, the quotations being 
equal to that of the manufacturer. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat head bright screws 7714-20 
per cent off list; round head blued, 75-209 


per cent off list; flat head brass, 7214-20 per 
cent off; round head brass, 70-20 per cent 
off; japanned, 70-20 per cent off. 

Tools.—Sales of small tools has been 
better than general indications would 
warrant. Saws have sold quite well 
and with the recent reductions it is 
expected that business will be further 
stimulated. Pliers and planes have sold 
fairly well and there is quite a good 
demand for levels. Small too! prices 
show considerable firmness. 

Wheelbarrows. — Prices have been 
liberally reduced and there is some de- 
mand for barrows. 

We quote from jobbers’ 
Chicago: Common wood tray barrows, $3 
each; common steel tray barrows, $4.50 
each; steel leg garden barrows, $5.75 each. 

Washing Machines. — Some sources 
report dull business while others say 
there is a fair demand particularly 
where the sales effort has been inten- 
sive. Prices seem to be holding up quite 
well, which would indicate there is some 
business. 

Wire Goods.—Demand is fairly ac- 


tive. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: No. 8 black annealed wire, $3.25 
per 100 lb.; galvanized barbed wire, $4.15 
per 100 lb.; 12-mesh black painted wire 
cloth. $2.50 per 100 sq. ft.; poultry netting, 
40-10 per cent off; galvanized after weav- 
ing. 40 per cent off; catch weight spool gal- 
vanized cattle wire, $4.15 per 100 Ib.; 80 rd. 
spool galvanized hog wire, $3.60 per spool; 
No. 8 galvanized plain wire, $3.75 per 100 Ib. 


stocks, 


stocks, f.o.b. 


It is generally understood the other 
New England railroads running out of 
Boston propose to take similar action. 
There is a question in the minds 
of some hardware dealers, however, 
whether or not the railroads can recover 
business. The motor truck mode of 
transporting business within a circle of 
50 miles has been entirely satisfactory, 
especially as two hauling charges to 
and from the railroad are done away 
with, 


Baseball Goods.—Local jobbers, fol- 
lowing new lists issued by manufactur- 
ers of bats, have revised their quota- 
tions on same for the 1922 season. No 
official word has been received from 
the manufacturers of baseballs and 
gloves, but the general impression In 
local wholesale circles is that prices on 
these goods will be revised before long. 
In a retail way the demand for baseball 
goods is holding up remarkably well, 
and dealers, in many instances, are 
cleaning up stocks. 

We quote from jobbers’ stocks: 


Bats.—No. 2, $2 per doz.; No. 4, *4; No. 
11-B, $8; No. 13, $8; No. 16, $12; No. 1% 
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$15.60. Louisville sluggers, 
per doz.; Junior Louisville 

Balls.—Harwood, Dandy, $1.50 per doz.; 
Boys’ Favorite, $2; Young America, $3.25; 
Junior League Special, $3.25; Junior League, 
$5.50; Boys’ League, $7; Dollar Lively, $9; 
Professional League, $13.50; Harwood 
League, $16; National League, rubber cen- 
ter, $18; National League, cork and rubber 
center, $18. y 

Gloves.—Fielders’, $12.50 to $60 per doz.; 
catchers’ mitts, $20 to $120; basemen’s 
mitts, $33 to $48. 


Belt Lacing.—Kerr & Co., New York, 
are out with a new list on belt lacing, 
which shows a decline of 2! points 
on the improved styles and 5 points on 
second grade style. Local jobbing quo- 
tations have been revised accordingly. 


Blacksmiths’ Supplies.—Following the 
reduction in mill prices on standard and 
fancy horse shoes, announced last week, 
local jobbers have cut prices on the 
latter 50c. per keg. It will be recalled 
that they reduced prices on standard 
makes a week ago to $7 per keg base. 
The demand for blacksmiths’ supplies 
has fallen to small proportions, but 
local stocks are small; consequently, the 
flurry in prices will not have a serious 
effect. 


We quote from jobbers’ stocks: 

Anvils.—Standard makes, 20c. per Ib. 

Axles.—Square bed, drawn bed and one- 
i under 2%-in., 18c. per lb.; square 
bed, drawn bed and one-piece, 2%-in. and 
3-in., 14c. per Ib. 

Horseshoes.—-We quote from jobbers’ 
stocks: Standard makes in 100-lb. kegs to 
dealers in Maine, New Hampshire, Ver- 
mont, Massachusetts and Rhode Island 
points, $7 per keg base. Base prices are, 
for No. 2 or larger. To Connecticut black- 
smiths and consumers the base price is 
$6.75 per 100 lb. keg. No freight is allowed 
on store shipments. 

Fancy Shoes.—Side weight, $11.50 per 
keg; track side weights, $11.75; toe weights, 
$10.25; steel shoes, $8.75; toe creased, $7.25; 
side wear, $9.25; calked, $9.25; extra light 
calked, $9.75; iron countersunk, $7.75; steel 
countersunk, $9.50; tips, $8.75; light driv- 
ing, $8.75; featherweights, .75; all as- 
sorted shoes, 50c. per keg extra. e 

Welded Toe Calks.—Dull, $2 per box: 
sharp, $2.25; blunt heel, $2.25; sharp heel, 


_— 

Bolts and Nuts.—General conditions 
covering the bolt and nut market are 
unchanged, Competition among the job- 
bers for business continues keen, and 
manufacturers are reported as soliciting 
business direct from some of the largest 
consumers. A majority of the jobbers 
openly quote on a basis of 50 and 10 
per cent discount for machine bolts 
with H P nuts, % x 4-in., but it is un- 
derstood that, in some cases, lower quo- 
tations have been named. 

We quote from jobbers’ stocks: Machine 
bolts with H P nuts, % x 4-in., smaller 
and shorter cut threads, 50 and 10 per cent 
discount; larger and longer, 50 and 10 per 
cent discount; with C T D nuts, 40 per 
cent discount; tap bolts, list net; common 
Carriage bolts, small, 50 per cent discount; 
large, 50 per cent discount: stove bolts, 75 
ber cent discount; bolt ends, 50 per cent 
discount ; tire bolts, 60 per cent discount. 

Nuts, H P square, blanks, $2.50 per 100 
Ib; tapped, $2.25; C P C and T square, 
blank, $2.50; tapped, $2; semi-finished hexa- 
fon nuts, 9/16-in. and smaller, 70 per cent 
discount; larger, 65 per cent discount; fin- 
ished case hardened nuts, 60 per cent dis- 
count; machine screws, nuts, iron, list; 
machine screws, nuts, brass, 25 per cent 
discount. 

Boring Heads.—J. M. Waterston, De- 
troit, has announced a 5 per cent re- 
duction on Flynn micrometer boring 
heads. They are now quoted at 25 per 
cent discount. 


Bottle Caps.—Bottle caps and cap- 
Pers have become regular items in the 
retail hardware store, and the demand 


all types, $19.80 
sluggers, $8. 
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for same is steadily increasing. Prices 
for caps take a rather wide range, due 
to the large number of makes offered on 
the market and the desire on the part of 
the manufacturer to place customers’ 
names on books. Some of these can be 
purchased by retail dealers at prices 
warranting a good profit. 


Brads.—The market on wire brads 
continues soft, and most jobbing houses 
here are now quoting them at 75 per 
cent off list. The demand for same is 
slightly below normal, and local stocks 
are ample for all requirements; con- 
sequently, producers are securing little 
business in this district. 


Butts, Hinges, Ete—The Stanley 
Works, New Britain, Conn., is out with 
a new list on butts, hinges, etc., which 
shows a general decline of approxi- 
mately 10 per cent, and other makers of 
similar goods, including the McKinney 
Mfg. Co., Pittsburgh, have issued new 
lists. Local jobbers are revising their 
quotations, and report business is 
slightly better, although still unsatis- 
factory, taken as a whole. 


Chain. — Following a reduction in 
prices by the leading chain manufac- 
turers, local jobbers have dropped their 
quotations on smaller sizes about 25c. 
per 100 lb. and on the larger sizes fully 
35c. At best the market is only fairly 
active, but improved business is antici- 
pated in view of the lower prices. 

We quote from jobbers’ stocks: 
coil self-colored chain, in cash lots, 
$13.50 per 100 Ib., “4-in., $12.35; 5 
$10.60; %-in., $9.15; 7/16-in., $8.85; %4-in. 
$8.60; 5¢-in., $8.40. 

Chucks.—The Skinner Chuck Co., 
New Britain, Conn., has notified jobbers 
here of a reduction of approximately 10 
per cent in drill chucks. Jobbers have 
revamped their prices on same. Other 
manufacturers have not made any move 
to reduce their prices, but it is believed 
they will within the near future so as 
to keep in line with the Skinner Chuck 
Co. 


Clippers.—Practically all of the lead- 
ing makers of clippers are out with new 
lists, which show material reductions, 
due to keen competition for business, 
which is reported as excellent in spots. 
In fact, one local jobbing house reports 
having sold more clippers during the 
past thirty days than it did during all 
of 1920. Prices named by the manu- 
facturers to-day are on a basis which 
show but little, if any, profit, conse- 
quently the feeling here is that the 
market is about as low as it will be for 
some time. 

We quote from jobbers’ stocks: Chicago 
flexible shaft, A-1, 90c. each; Khedive, $1 
Success, No. 1, $1.50; No. 0, $1.65; No. 00 
$1.88; Capital, No. $2.35: No. 0, $2.50 
Bay State, No. 1, $2.75; Hilton, No. 00 
$1.50. 

Cutlery—At the moment there is 
comparatively little during in the cut- 
lery market. Many of the New Eng- 
land cutlery plants are closed for one 
reason or another, and reopening dates 
in quite a few instances are uncertain. 
Stocks in producers hands are not as 
large as many retail hardware dealers 
suppose, and this fact, coupled with the 
quality of products turned out in this 


Proof 
fs -in., 
16-in., 
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country, as compared with foreign 
goods, probably will lend considerable 
stability to prices this fall. Quite a 
number of the cutlery makers are giving 
much attention to the production of 
Stainless goods, for which there is a 
growing demand. It is understood that 
several new products are to be placed 
on the market within the near future 
and that some of these will be for use 
in the kithchen. 

Door Closers.—The Yale & Towne 
Mfg. Co., Stamford, Conn., announces 
a reduction of 5 points on door closers 
and of approximately 10 per cent on 
builders’ locks and trim. Local jobbers’ 
lists have been scaled down accordingly. 
The demand for this class of merchan- 
dise is comparatively quiet, but, in view 
of the fact that wholesale and retail 
stocks are, as a rule, small, better busi- 
ness is expected later in the year. 

Freezers.—Little of interest is noted 
in the wholesale market for ice cream 
freezers, but in a retail way there has 
been a pronounced increase in sales 
the past week, due to excessive warm 
days. As a result, retailers are enjoy- 
ing a better clean-up than anticipated, 
and all indications point to a small 
carry-over this year. 

We quote from 
Mountain, 1-qt., each; 2 
3 -» $6.75; .. $8.25; 6-qt., $1 

* 13-qt., 21. 
2 -» $33.20; 25-qt., $42.60 
count, 30 per cent 

Arctic, 2-qt., $4.60 each; 3-qt., $5.55; 4-qt.. 
$6.80; 6-qt., $8.60. Discount, 30 per cent 

Acme, 2-qt.. $12 per doz. from 
4-qt., $20 per doz. from factory 

Garden Shears.—There has been a 
reduction of about 20 per cent in the 
Seymour-Smith line of pruning shears, 
according to the jobbing trade. Prices 
on other garden shears remain un- 
changed, but indications are they will 
be lowered within the near future. 
Genuine French wheel pruners are ob- 
tainable now in this market. During 
the past year they were unobtainable, 
and it is only recently that jobbers have 
been able to secure supplies, 

We quote from jobbers’ stocks: 

Hedge shears, 6-in., $1.20 each; 
$1.75 to $2, according to quality. 

Grass shears, Disston, No. 1105-7, $11.45 
per doz.; other makes from $3.12 to $9 per 
doz., according to quality. 

Sheep shears, True Vermonter brand, 
No. 055E, 5%-in.. $10.50 per doz.; No. 057E, 
5%-in., $13 per doz. 

Pruning shears. Seymour 
No. 0, $4.50 per doz.; No. 23, $6; No. 21, 
$9: No. 30, $9; No. 65, $9: No. 40, $15; No 
240, $20; No.290, $24; French shear pruners, 
8-in., $18 per doz.; 9-in., $21. 

Golf Goods.—More and more retail 
hardware dealers are going into the 
golf goods game, especially those lo- 
cated in towns where public or private 
links are maintained. Good grade of 
golf balls are obtainable in this market 
at $8.75 per doz.; iron clubs with leather 
or cork grip at $4 each; drivers and 
brassies at $4.25 each, and bags all the 
way from $2.25 to $12.50 each. The 
iron clubs are of a quality that can be 
retailed out at $7; therefore an attrac- 
tive profit is assured the retail dealer. 

Grinders.—The Norton Co., Worces- 
ter, Mass., is out with new prices on 
bench grinders and floor stands, which 
show a general reduction of from 5 to 
10 per cent. Local jobbers in this class 


jobbers’ stocks: White 
4.) 2 $5.65: 
S-qt.. 
15-qt., 
Dis- 


store; 


9-in., 


Smith line, 
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of merchandise have followed the lead 
of the company and marked down 
prices. 


Grinding Wheels.—In common with 
the reduction made by other concerns 
earlier in the month, the Carborundum 
Co., Niagara Falls, is out with a new 
price list on carborundum and Aloxete 
wheels, which shows a decline in keep- 
ing with lists heretofore issued. 


Iron and Steel.—Prices on iron and 
steel are unchanged, but the undertone 
of the market is generally described as 
unsettled, due to the fact that jobbers 
are obliged to compete with manufac- 
turers who have excessive stocks on 
hand. 

We quote from jobbers’ lists: 

Iron.—Refined, $2.98 per 100 Ib. base; %4 
and ;,;-in. round and square, $5; best re- 
fined iron, $4.75; Wayne iron, $7; Norway 
iron rounds, 4-in. to 2%-in., $7.10 base; 
all other sizes, $7.75 base. 

Steel.—Soft steel bars, $2.98 per 100 Ib. 
base; flat, $3.98 to $4.08; concrete bars, 
plain, $2.98; twisted, $3.2544: angles, chan- 
nels and beams, $2.98 to $3.08; tire steel, 
$4.20 to $4.70; open-hearth spring steel, 
$5.25; crucible spring steel, $11.50; steel 
bands, $3.63 to $4.08; steel hoops, $4.33; 
cold rolled steel, $4.35 to $4.85; toe calk 
steel, $5.25. 

Quantity differentials, lots under 1000 Ib. 
of a size, 35c. per 100 Ib.; lots of 1000 Ib. 
to 1999 lb. of a size, l4ec. 

Nails.—The local market on wire 
nails has dropped from $4.10 per keg 
base, to $3.85, and on cut nails from 
$5 to $4.50 base. In connection with the 
reduction on cut nails, attention of the 
retailer is drawn to the fact that no 
change in hardened steel nail prices 
has been made. , The reduction in wire 
and cut nails is based on a similar one 
made by producers. The movement of 
all kinds of nails continues spotty, and 
in the aggregate is well below normal. 
Both retail and wholesale stocks are 
unusually small for this season of the 
year, and recent price reductions made 
by the mills have a tendency to further 
curtail buying rather than stimulate it. 

We quote from jobbers’ stocks: Wire 
nails, per keg, from the store, $3.85, base, 
f.o.b. Boston; cut nails, $4.50 per keg, base. 


Tremont schedule of extras same as here- 
tofore 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, July 25. 

T seems that no sooner does an- 

nouncement come out of what may 
be termed an “official” reduction in 
prices on heavy iron and steel, than 
such announcement is at once followed 
by some mills naming lower prices than 
those named in the announcement. This 
has been the case in the past week, and 
in fact for several months, since the 
revision in prices started on a down- 
ward course. Last week we noted in 
our report that the Midvale-Cambria 
Steel Corporation had reduced prices 
on soft steel bars to 1.75c. and on plates 
and structural shapes to 1.85c. These 
prices are about $3 per ton under those 
adopted in the first week of July, when 
all the steel companies lowered their 
figures. These lower prices had hardly 
reached the trade, until there was strong 
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Rivets.—A recent reduction in small 
and structural rivets has failed so far 
to stimulate business, and little impres- 
sion has been made on stocks, which 
are comparatively large. 

We quote from jobbers’ stocks: Rivets, 
structural, 2 to 5-in. long, inclusive; button 
head, $5 per keg, base; cone head, boiler 
quality, $5.10 per keg, base; iron, smai, 60 
per cent discount. 

Sargent Goods.—The Sargent line of 
builders’ hardware, etc., has been 
marked down all of 10 per cent by the 
jobbing trade here, following notification 
from the company of a similar revision 
in their price list. 


Seeds.—Some of the retail dealers 
located in the western part of Massa- 
chusetts are doing an excellent seed 
business, which is very unusual for this 
time of year. One dealer in particular, 
who has been in the game twenty years, 
says that never before has business 
hung on as late, and he attributes the 
condition to heavy rains followed by ex- 
cessive heat waves, which have ruined 
garden crops as fast as planted. This 
particular dealer is maintaining his seed 
department, space for which at this 
time usually is occupied by roofing pa- 
pers, etc. 


Silverware.—One of the leading man- 
ufacturers of silverware announces to 
jobbers that it will guarantee prices 
on all goods invoiced between August 
1 and January 1. Jobbers take it for 
granted the company contemplates a 
reduction in prices around the first of 
the new month. 


Skates.—In certain localities there 
was a fairly heavy stock of ice skates 
carried over from last season, which 
will result in orders for same being 
placed later than usual. In other lo- 
calities a normal business is anticipated. 
In fact, more or less business already 
has been booked. As compared with 
last year’s prices, 1921 values on skates 
are considerably lower. 


We quote from jobbers’ stocks: 
Boys’ cast steel brigh, 95c. per pair, 
nickel plated, $1.25; nickel plated, hardened, 
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evidence that some mills were cutting 
under them. In fact, during the past 
week concessions in prices have been 
more pronounced probably than in any 
one week since the downward movement 
started. The weakness in prices on all 
grades of sheets is especially pro- 
nounced, and in the past week No. 28 
gage black sheets have been quoted by 
more than one mill at 3c, and the same 
gage of galvanized sheets at 3.75c., 
these prices being $10 per ton under 
the nominal market. There is a lack 
of stability in prices, just as soon as 
one mill announces a cut on any one 
steel product, all the other mills making 
that product name the same and even 
still lower prices. These reductions in 
prices, while working a severe handicap 
on the mills in view of the fact that 
they are below the cost of production, 
are probably the best thing that could 
happen to the market. It is fully realized 
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$1.60; chrome, nickel plated, $2.10. Girls’, 
bright, $1.25 per pair; nickel pjated, $1.6y: 
nickel plated, hardened, $1.90; chrome, 
nickel plated, $2.40. 

Boys’ hockey, cast steel, nickel plated, 
ie per pair; hardened, $1.60; chrome, 

Boot skates (to screw on), cast steel, 
nickel plated, 95c. per pair; hardened, $1.5), 
chrome, $2.10. 

Sled skates, bright, 60c. per pair. 

Skating outfits, men’s or women's, $5 to 
$7.50 per outfit. 

Co., 


Stepladders.—The Paris Mfg. 
Paris, Me., is out with a new price list 
on stepladders, which shows a slight 
decline. Local market quotations have 
been marked down accordingly. 

Taps and Dies.—The Greenfield Tap 
& Die Co., Greenfield, Mass., has sup- 
plied local jobbers with new discount 
sheets, which show reductions averag- 
ing perhaps 10 per cent. Other manu- 
facturers of taps and dies, it is believed, 
will take similar action. 


Sheets.—The local market on gal- 
vanized and black sheets is 25c. per 100 
lb. lower as a result of a reduction in 
mill quotations. Jobbing quotations on 
blue annealed sheets, however, remain 
unchanged. The demand for sheets is 
better than it was a month ago, yet 
the average order received calls for 
limited weights. 


We quote from jobbers’ stocks: No. 
blue annealed sheets, $3.83 per cwt.; N 
28, black sheets, $4.75 per cwt.; No. 28 gal- 
vanized sheets, $5.75 per cwt. 

Shields—New prices on expansion 
shields are published by the jobbing 
trade, which are based on correspond- 
ing reductions in manufacturers’ lists. 
The demand is far from satisfactory, 
but according to some of the wholesale 
dealers it is a shade better than it 
was a fortnight or so back. Local stocks, 
when measured by demand, are large, 
but when compared with those covering 
a period of years, are practically nor- 
mal, 

We quote from jobbers’ stocks: Lag 
screw expansion shields in full kegs, 70 
per cent discount; in broken packages, 65 
per cent. Machine bolts expansion shields. 
in full kegs, 50 and 10 per cent discount; 
broken packages, 45 per cent discount 
Lead screw anchors, 65 and 10 per cent 
discount for full kegs; broken packages, 
60 per cent discount. 


by everyone that until steel products 
go down to rock bottom prices, there 
is not going to be permanent improve- 


ment in the market. It will take low 
prices to bring out business, and while 
present prices are certainly below costs 
of production, yet some economies in 
production can be secured, and will be 
secured, by further revisions in labor 
and likely a cut of 20 per cent in freight 
rates. Already some negotiations have 
been on between steel producers and 
railroads looking to a revision of freight 
rates, and it seems likely a 20 per cent 
reduction will be made in the near 
future, and there will also be a lower- 
ing of passenger rates. All these 
events are in the direction of better- 
ment in the steel trade, and the quicker 
reductions in prices are made and 
freight rates lowered, just that much 
sooner will there be a return to normal 
conditions in the trade. 
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Operations are showing some better- 
ment, steel mills running last week to 
about 30 per cent of capacity, and new 
inquiry is better. Foreign trade is 
showing some life, one big inquiry in 
the market being for about 70,000 tons 
of plates for a pipe line to be built 
in India. It is stated that American 
mills have made the lowest bids on 
this big tonnage of plates, but it is 
possible the order may be given to 
English mills on the point of sentiment. 

Prices of pig iron, semi-finished and 
finished steel products continue to show 
a marked downward tendency. Basic 
pig iron is $18 and lower at Valley 
furnace, the lowest price reached in 
some years, and standard No. 2 foundry 
is $19 and lower. Sheet bars have sold 
at $32, Pittsburgh, the “official” price 
being $35; rerolling billets have sold 
at $30 and forging billets at $35, a 
decline in each of $3 per ton. These 
lower prices in pig iron and semi- 
finished steel have found reflection in 
finished steel products, nearly all of 
which are lower in price this week than 
last. While prices are declining so 
rapidly it would be foolish to expect 
any material increase in demand, as 
buyers continue to place orders only 
for actual needs. 

Competition among jobbers is re- 
ported more keen than for some time, 
this being due to two causes: first, a 
desire to increase the volume of sales 
as much as possible, and second, to 
reduce stocks as much as can be done 
in expectation of still lower prices. 

Collections are reported tightening 
up, and jobbers are inclined to press 
retailers for prompt settlement of 
accounts. ° 

Automobile Accessories.—Not much 
new to report in these lines. . The de- 
mand for tires and tubes is good, but 
for most o‘her accessories is only fair. 
Prices on the standard lines are firm, 
but on the cheaper accessories are being 
cut more or less. 

Local jobbers quote general acces- 
sories as follows: 

No. 1, $2.33; No 

in lots of 12; A. C. Titan spark plugs, 
in lots up to 10, and 58c. in lots of 
10 to 100; Derf spark plugs, 96¢. each for 
all sizes, in lots less than 50; Charnpion 
ide. each for less than 100, and 48¢. each 
for over 100: Champion regular, 58c. each 
for less than 100, all sizes, and 56ec, each 
for over 100 

Agricultural Wrenches.—Prices on 
this item have been cut about 10 per 
cent. The demand is not very active. 

Bolts and Nuts.—Makers continue to 
report that the new demand is a little 
better than it has been for some time, 
but prices are not holding very firm. 
The further reductions in prices on steel 
bars and wire rods are expected to lead 
to lower figures on nuts and bolts in the 
near future. Jobbers are not inclined 
to stock up, but are .buying only as 
needs require. Prices on rivets con- 
tinue weak, and on any desirable orders 
are being shaded more or less. In car- 
loads, structural rivets are not above 
2.75¢. and boiler rivets 2.85c., but these 
prices could no doubt be shaded. Dis- 
counts on orders from stock being 
quoted by jobbers are about as follows: 


Reliance jacks, : 
65¢ 


from 
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Common or Empire carriage bolts, rol] 
thread, small, 60 and 5 per cent; common 
or Empire carriage bolts, cut thread, small, 
50, 10 and 2% per cent; common or Empire 
carriage bolts, cut thread, large, 50 and 10 
per cent; machine bolts, roll thread, small, 
with square head and square nut, 60, 10 and 
7% per cent; machine bolts, cut thread, 
small, with square head and square nut, 60 
and 5 per cent; machine bolts, cut thread, 
large, with square head and square nut, 
50, 10 and 2% per cent; G. P. lag bolts, 
60 and 5 per cent; Empire tire bolts, 65 per 
cent; plow bolts, Nos. 1, 2 and 3, 50 and 10 
per cent; plow bolts, Nos. 4, 5, 6 and 7, add 
20 per cent extra; stove bolts, in packages, 
75, 10 and 10 per cent; stove bolts, in bulk, 
75, 10, 10 and 2% per cent; 7/16 in 


rivets, 4 
diameter and smaller, 65 per cent. 


Builders’ Hardware. — Makers have 
readjusted prices on all the smaller 
lines, this showing a reduction of about 
10 per cent. The new prices will be 
ready in detail next week. 

Clay Picks and Mattocks.—There has 
been a reduction of about 10 per cent 
on these goods, and the demand is not 
very active. 





WATCH FOR CHANGES 
Many price changes are be- 
ing made this week. Watch 
carefully each item pub- 
lished. 











Hay Carriers—The Ney Mfg. Co., 
Canton, Ohio, and other makers have 
made a heavy reduction in prices on 
hay carriers. Jobbers now quote out 
of stock $6.40 each for hay carriers, 
and 16'4c. for track per foot. These 
prices are about 33 1/3 per cent less 
than last year. 

Incubators and Brooders.—The Buck- 
eye Incubator Co., Springfield, Ohio, and 
other makers have announced prices on 
brooders and incubators for the 1922 
season that show reductions in prices of 
from 7'4 to 12, per cent on both items. 

Iron and Steel Bars.—The Midvale- 
Cambria Steel Co., and other large 
makers of steel bars, have announced 
a further cut in prices, and are now 
quoting steel bars at 1.75c. at mill, in 
large lots. It is said that already even 
this low price is not being strictly held. 
The new demand is not very good, job- 
bers and consumers still buying in small 
lots to cover actual needs. The steel 
bar mills are running a little better 
now than for some time, 

Jobbers now quote steel bars from stock 
in small lots at about 2c. to 2.25¢., depend- 
ing on the order while iron bars are quoted 
at about 2.35¢. to 2.50c. in small lots from 
poh Mice 


Iron Cut Nails.—Prices here on iron 
cut nails are higher than for steel. 
Local jobbers quote iron cut nails, these 
coming from mills in the Reading, Pa., 
district, at about $4 base, per keg. 

Iron and Steel Pipe.—In addition to 
the reductions on iron and steel pipe 
and also on steel boiler tubes, noted in 
our report last week, makers of char- 
coal iron boiler tubes have just adopted 
new discounts under which prices have 
been reduced from $14 to $20 per ton. 
There has also been a regrouping in 
of charcoal iron tubes, in order 
to put them more in line with prices 
quoted on steel boiler tubes. The new 
demand for all tubular goods is quiet 
and none of the mills is operating to 


sizes 


83 


more than 25 or 30 per cent of capacity. 

For small lots from store jobbers now 

quote: Butt Weld 
3k Ga Bk 

4614 2114 

491, 23 


Lap Weld 
Galv 
i 10 
E . 45 

611, {S 
by ‘to 6 


éto 12 


P bibs oe 2 
Discounts on full weight iron pipe 
in less than carload lots are as follows: 

Butt Weld 

sik Galv 
% and *% +Sl, : 
Me . 21% 


Lap Weld 


Gay 


% wae os , 

l to lt, ‘ 31! 

2% to 6 

7 to 12.. 23 le 

The 1. c. 1. price applies to all ship 
from stock, regardless of quality 

Discounts on steel boiler tubes in 
than car load lots are now as follows 
1% in., 17% per cent off list; 2-in. and 24%- 
in., 32 per cent off list; 2% to 3-in., 43 per 
cent off list; 3% to 13-in., 48 per cent off 
list. 

Lard Cans.—Orders for lard cans are 
now being accepted by local jobbers for 
September delivery at $4.50 per doz. 
for 25-lb. gold lacquered cans, and $6 
per doz. for 50-lb. cans of the same 
finish. 

Paints and Supplies—The expected 
announcement of a general reduction in 
prices on paints and painters’ supplies 
has been made, and on some lines was 
quite heavy. Popular brands of ready 
mixed paints were reduced 50c. per gal., 
effective from July 21, while prices on 
linseed oil and turpentine were ad- 
vanced 6c. per gal. about the same date. 
The volume of business in paints and 
supplies in July showed a material fall- 
ing off as compared with June, but this 
was only natural, as July and August 
are always the dull months in the paint 
trade. We have revised prices on nearly 
all lines of paints and painters’ sup- 
plies to the lower prices, except linseed 
oil and turpentine, which we have ad- 
vanced, 


Jobbers are now quoting the 
ready mixed paint, $3.75 per gal 
trade about as follows: Standard 
oil, 7S8« white lead, $12.25 per 

Stucco 4-in. brushe remain ae 
at retail; putty is down and is now quoted 
at $1.10 for 12% "lb., $2 for 25 Ib.: sand- 
paper remains at 30-10 per cent of ist 
prices on shellac are lower 
grades being quoted at $3 p 
grades, $3.50 and the 
per gal No. changes we 
ind window glass 

Plate glass, less than 
cent off, over 5 sq. ft 
Window glass, sing 
is 82 per cent off list 
is 838 per cent off. and 
SS per cent off list 
varnish inside finish ‘ l 
and for outside finish. $4.20 per gal 


The supply of white and red lead is 
better than for some time, and jobbers 
report they are now getting prompt 
shipments from the makers. 

Red Oak Kegs.—This product is now 
in season and will be in demand shortly 
for putting away homemade wines, 
vinegar and other’ such _ products. 
Several local jobbers have recently 
idded red oak to their 
never having carried them Job 

rs quote 5-gal. red oak kegs at $1.40; 

gal. kegs at $1.90, and 15-gal. ke: 
$2.10 each. 

Sheets—We have to announce that 
further material concessions are being 


less 


smaller 
linseed 
grade, 
100 Ib 


*h 


kegs stocks, 


before 
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made in sheets by some of the mills. 
What are given as “official” prices on 
sheets, adopted July 5 by practically all 
ef the mills, were 2.55c. for No. 8 and 
heavier gage blue annealed; 3.50c, on 
No. 28 gage black sheets, and 4.50c. 
on No. 28 gage galvanized. However, in 
the past week on large sales, blue an- 
nealed has sold by some mills as low as 
2.25¢c. for Nos. 8 and 10 gage; 3c. for 
No. 28 gage black, and 4c. for No. 28 
galvanized. The Ford Motor Co, has 
lately placed some very large orders 
for blue annealed sheets for crankcases 
for its cars. 

Jobbers have given the benefit of these 
lower prices to their trade, and are now 
quoting blue annealed sheets at 2.50c. to 
2.75¢c.; No. 28 gage black about 
3.50c., and No, 28 galvanized sheets at 4.50c 
from stock 

Sweat Pads.—In addition to the cut 
in prices on these goods noted in our 
report last week, the Burlington Blanket 
Co., Burlington, Wis., has issued new 
prices on their Ventiflex felt pads, now 
quoting No. 311 at $5.25 per doz., show- 
ing a reduction of about 20 per cent 
from former prices. 

Tin Plate.—The present price of the 
American Sheet & Tin Plate Co. on 
tin plate is $5.75 per base box for pro- 
duction plate, and some mills have lately 
gone as low as $5.50 per box for pro- 
duction plate. Wasters are sold at $5 


sheets at 
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to $5.25 for stock items. Jobbers 
charge the usual advances over these 
prices for small lots from store. 

Wire Products.—Reports from job- 
bers are that the “official” prices of 
$2.75 on plain wire and $3 per keg 
on wire nails are being firmly held. 
Demand is quiet, jobbers and retailers 
both buying in small lots to cover cur- 
rent needs. The mills continue to oper- 
ate at about 25 to 30 per cent of ca- 
pacity. Jobbers now quote from stock, 
to the retail trade, as follows: 


Wire nails, $3.10 base per keg; galvan- 
ized, 1 in. and longer, including large-head 
barbed roofing nails, taking an advance 
over this price of $1.25 and shorter than 1 
in.. $1.75; bright Bessemer and basic wire, 
$2.75 per 100 lb.; annealed fence wire, Nos. 
6 to 9, $2.75; galvanized wire, $3.35; galvan- 
ized barbed wire, $3.75: galvanized fence 
staples, $3.75; painted barbed wire, $3.25; 
polished fence staples, $3.15; cement-coated 
nails, per count keg, $2.70; these prices being 
subject to the usual advances for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days, 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 to 
70% per cent off list for carload lots, 67 to 
6914 per cent for 1000-rod lots, and 66 to 
68% per cent for small lots, f.o.b. Pitts- 
burgh. 


Yale Padlocks. — The Yale & Towne 
Mfg. Co., Stamford, Conn., has made a 
readjustment in its prices on Pin 
Tumbler locks, showing a reduction of 
about 7'2 per cent in prices. The 
cheaper grades were not changed. 
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‘ or hardware trade has been keep- 
ing up exceedingly well during the 
report a 
slight improvement over the previous 


past two weeks, and dealers 


fortnight. Jobbers, however, still re- 
port buying of the hand to mouth va- 
riety, but in the aggregate business is 
pretty nearly up to the same month last 
year. The exceptionally hot weather 
experienced during the past six weeks 
or so has had somewhat of a dampening 
effect on business generally, but now 
that the signs indicate that the hot spell 
will soon be over, the trade is looking 
for a spirited revival of buying. 

An interesting feature of the market 
during the past fortnight was the en- 
trance of several railroads into the 
market for nuts, roofing paper and fire 
hose. These goods were wanted imme- 
diately, and practically cleaned up 
stocks in the hands of jobbers. This 
buying is taken as an indication that 
railroads will need immense quantities 
f materials when business improves, 
as it is said that their stocks of mate- 
rials and supplies are down to the low- 
est point in history. 

There have been a rumber of price re- 
ductions made during the fortnight, but 
the trade generally seems to be of the 
opinion that prices at present are about 
they will Of course, it 

out that some 
items which are still too 
high, but on the whole prices in effect 
to-day are not out of line when com- 
pared with the cost of manufacture. 


Oo 


as low as vo. 


there 
considered 


is pointed are 


The building situation is expected to 
take a boost following the settlement of 
the painters’ strike. This strike was 
settled on the basis of the same wage 
paid last year. The men demanded an 
increase from 87%c. an hour to $1. 
A board of arbitration is to inquire into 
wages paid in the building industry, 
but it is improbable that a report will 
be forthcoming before the middle of 
October, and this will not affect build- 
ing costs before next spring. In the 
meantime a large number of building 
projects are being held up, one estimate 
placing the value at $30,000,000. 

Aluminum Ware.—Special values of- 
fered in different articles by manufac- 
turers had a tendency to stimulate sales 
of aluminum ware. Buying of the 
“special” was usually accompanied by 
the purchase of several other pieces, to 
round out the kitchen equipment. No 
price changes are reported. 

Axes.—Small interest is being shown 
in axes. While a few orders for fall 
delivery have already been placed, the 
bulk of the orders are yet to come in. 
There is no prospect of price changes 
before the first of the year, as manufac- 
turers have guaranteed prices until that 
time. 

Jobbers 


handled axes at 
bitted, $19 per doz. 


Automobile Accessories.—The long 
expected demand for tires has appar- 
ently materialized, for during the past 
two weeks jobbers report a greatly in- 
creased demand. Headlight lenses are 
also in big demand, as the new State 
laws regarding headlights will become 
effective Aug. 16. While no official 


single bitted 
doz.; 3% Ib 


quote 3% Ib. 
$14 


un- 
double 
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information is yet to hand as to what 
lenses will be acceptable, it is expected 
that those which have passed the tests 
in other States will be allowed. The 
Ohio law is said to follow closely in its 
provisions those of the States of Michi- 
gan and Pennsylvania, and dealers are 
ordering lenses which have passed the 
tests of those States. Official informa- 
tion is awaited with interest. The gen- 
eral line of accessories is moving very 
well, and a local jobber reports that 
his sales are running well ahead of last 
year, despite the fact that very little 
buying was done in the first three 
months of the year. No price changes 
are reported. 


Bale Ties.—The demand is picking up 
considerably, and jobbers are in good 
shape to take care of it. No changes 
in prices are noted, and jobbers quote: 

9% ft., 14 ga. bale ties, $1.65 per bundle; 
9% ft.. 15 ga., $1.39 bundle. 

Builders’ Hardware.— The demand 
has fallen off slightly, although sales 
are still considered fair. Both Yale & 
Towne and the Stanley Works have re- 
duced their lines approximately 10 per 
cent since last report. The former re- 
duction applies particularly to builders’ 
locks and designs, door closers and kin- 
dred articles, while the latter takes in 
practically the whole line. 

Bolts and Nuts.—The feature of the 
market was a 10,000 lb. inquiry for nuts 
from one of the railroads operating in 
this district. Immediate delivery was 
insisted upon, and as a result job- 
bers’ stocks were practically cleaned out. 
Some jobbers have reduced prices on 
machine bolts and the smaller sizes of 
carriage bolts. The demand generally 
is only fair, as manufacturing activities 
in this district are only about 50 per 
cent of normal, and hot weather has 
also had some depressing effect. 

Jobbers’ now quote: Machine bolts, small 
sizes, 60, 10 and 5 off list; large sizes, 
60 off; carriage bolts, small sizes, 60 off; 
larger sizes, 50 and 10 off; stove bolts, 
7 and 10 off; semi-finished nuts, small 
sizes. 70 and 10 off; larger sizes, 65 and 
10 off. 

Chain.—A 10 per cent reduction has 
been made by manufacturers of chain, 
and local jobbers have changed their 
prices accordingly. 

Cotton Mops.—Manufacturers have 
reduced their prices approximately 5 
per cent, and jobbers immediately put 
the new prices into effect. 

Drills.—There is nothing new to re- 
port, the demand being only fair. No 
changes in prices are noted. 

Jobbers’ quote: Carbon drills, 50 and 5 off 
list; high speed drills, 10 and 5 off 

Eaves Trough and Conductor Pipe.— 
Sales have been exceptionally good 
during the past fortnight, and one job- 
ber reports that this month will be the 
best to date this year. A slight reduc- 
tion has been made in the price of eaves 
trough and conductor pipe, but elbows 
remain unchanged. 


Jobbers’ quote: 28-ga., 5-in. singh 
eaves trough, $4.75 per 100 ft.: 28-g4 
corrugated conductor pipe, $4.75) per 
ft.; 3-in. corrugated conductor elbows, 
$1.73 per doz. 


head 


Fire Hose.—Some of the supply 
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houses report a hurry-up call from the 
railroads for fire hose. Dry weather ap- 
parently stimulated the demand. Noz- 
gles and couplings have also been mov- 
ing fairly well. 

Files—Further curtailment in the 
machine tool field has affected further 
sales of files. No price changes are 
reported. 

Jobbers’ quote: 
10 off list. 

Galvanized Ware—A reduction in 
prices of galvanized oil cans was made 
recently, but prices on other items re- 
main as last quoted. . The demand is 
fairly good, particularly for pails. 

Jobbers’ quote: Galvanized pails, 10-qt., 
2.25 per doz.; 12-qt., $2.50 per doz.; 14-qt 
$2.85 per doz.; 16-qt., $3.45 per doz. 

Galvanized tubs, No. 0, $5.25 per doz.; 
No. 1, $6.45 per doz.; No. 2, $7.25 per doz.; 
No. 3, $8.45 per doz. 

Galvanized oil cans, 
doz.; 2-gal., $5.20 per 
per doz. 

Ice Cream Freezers.—While the sea- 
son for freezers should be over, a lo- 
cal jobber reports that he is selling 
quite a few each day. Out of a stock 
of over a hundred of various sizes, he 
is now left with only four. Price con- 
cessions are being made to move these 
goods, 

Jobbers’ quote: Acme freezers, 2-qt., 
$12.00 per doz.; 4-qt., $20.00 per doz.; Arc- 
tic, 4-qt., $4.85 each. 

Nails—Sales are still running fair. 
There have been no price reductions 
since the ones announced in last report, 
and jobbers are still quoting wire nails 
at $3.25 per keg base. 

Paints and Oils.—The hot weather has 
diminished the sales of paint some- 
what, although the volume is still good. 
A reduction in the price of ready- 
mixed paints has been made by some 
manufacturers, and jobbers have imme- 
diately put this into effect. The reduc- 
tion amounts to 40c. a gallon. The 
market on linseed oil and turpentine re- 
mains stationary, though with a firmer 
tendency. 

Jobbers’ are quoting: Ready mixed house 
paints, in 1-gallon cans, $2.60; linseed oil, 
in carload lots, 77c. per gal.; turpentine, in 


carload lots, 64c. per gal.; white and red 
lead, 13c. per Ib. 


Rivets—A decline of approximately 
10 per cent has been made in rivets, and 
these are now quoted at 65 off. 

Roofing Paper.—There has been a 
good demand for roofing paper during 
the past two weeks, and jobbers are 
optimistic regarding the future. There 
have been no price changes lately, and 
those in effect since early spring are 
expected to hold for some time to come. 

Refrigerators.—Despite the lateness 
of the season some jobbers report sales 
of refrigerators. Some dealers, how- 
ever, will carry over quite a few. 

Sheets—A reduction of ‘4c. per Ib. 
has been made in the price of galvanized 
sheets by most local jobbers. Black 


sheets are unchanged. Sales have been 
good 
a pda quote: 28-ga., 
per bh 90 ms ae a ioe 
per Ib.’ 28-ga., galvanized 
_ Sash Cord and Sash Weights.—There 
'S very little of interest to report, other 
than that the demand is still fair. 
ces remain unchanged. 


Files, all makes, 50 and 


1l-gal., $3.30 
doz.; 5-gal., 


per 


$9.00 


he. 


black sheets, 


sheets, 5.75c 
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Jobbers’ quote: No. 6 sash cord, 33c¢ 
.; No. 7, Sie. per .: No. §&, 
weights, $2.30 per 100 Ibs. 

Screws.—A_ reduction of approxi- 
mately 10 per cent has been put into 
effect by local jobbers of machine screws 
and coach screws. The demand is fair. 

Jobbers’ now quote: Machine screws, all 
sizes. 75 and 10 off; cap screws, 55 and 
10 off; set screws, 60 and 10 off: coach 
screws, 60 and 10 off; wood screws, 77% 
and 20 off. 

Stoves.—Quite a few stoves were 
moved during the past fortnight. Prices 
have been marked down by some job- 
bers in order to clear their stock, and 
this has given quite a stimulus to the 
movement. 


per 


30¢ Sash 


Stove Pipe.—Orders for fall delivery 


TWIN ¢ 


3725 Colfax Ave. So., 
Minneapolis, Minn. 


July 26, 921 
— is no improvement in the 

sales of hardware in general for 
this territory, and if anything, it is a 
little slower than last week. It is, of 
course, customary to have a rather dull 
spell at this time of the year and it 
has not caused any pessimism on the 
part of the average dealer. What the 
future will bring depends entirely upon 
what arrangements are made for ex- 
port of the grain crops in this territory. 
Crops on the whole will be fairly large 
and if they can be disposed of at a fair 
price this fall should see a _ great 
improvement in general business con- 
ditions. 

Jobbers report that dealers are still 
ordering only as needed. 

Collections are harder and the mer- 
chant should be more than ever careful 
in the matter of credits. 

There have been a number of minor 
price reductions during the past week. 


Builders’ Hardware.—The demand 
for builders’ hardware continues of good 
volume, made up almost entirely of 
hardware for private homes. A good 
amount of new building permits are 
being issued each week. 

Axes.—The demand for axes of all 
kinds continues of small volume, al- 
though some small axes are being sold 
to tourists and campers. Prices show 
no change. 

We quote 
Single bit, 
weights. 

Brads.—The demand for brads con- 
tinues of fair volume because of the 
amount of building construction. 
Jobbers’ stocks are ample and prices 
show no change. 


jobbers’ stocks 


from local 
14.5 bit, $19.50; base 


50; double 


We quote stocks 
Brads in bulk, 


70 per cent. 


from local jobbers’ 
70-10 per cent; in packages 


Bolts.—Sales of bolts refuse to show 
any improvement in this territory. 
Jobbers’ stocks are not large but are 
well assorted. There has been a fur- 
ther reduction in prices in line with 
recent decline in steel prices. 

We quote from local jobbers’ stocks 


Small carriage bolts 50-10 per cent; large 
carriage bolts 50 per cent; small machine 


85 


are beginning to be received in small 
volume. The big buyers have not yet 
entered the market, however. Some 
price reductions have been made re- 
cently. 


Jobbers 
Stove 


quotir Royal grade 
yint; T-in., 20% 


» per doz.; T-in 


pipe, 6 je, per 
per joint: elbows, 6-in., $1. 


2.25 per doz 


a : ry leee 
Wire Products.—There have been no 
further changes in prices on wire prod- 
ucts, and sales are as a rule confined to 
fill-in orders. 
Jobbers’ quote Black painted wire 
12-mesh, $2.40 per 100 sq. ft Pp t 
ting. o0 off Ni 9 annealed wire, 33 
100 Ibs 6-ir i-pt. cattle wire do 


spool 


ATIES 


bolts 60-6 per 
od per cent; 
screws 60 


bolts 


machine 
per 


cent; large 


stove bolts 75 


cent. 

Eaves Trough, Conductor Pipe and 
Elbows.—The demand for this line re- 
mains fairly active and a _ normal 
amount of business is being done. 
Jobbers’ stocks are ample. Prices show 
no change. 

We 
Kaves 
single 
pipe, 28 
100 feet 


per 


cen lag 


per 


quote from local jobbers’ stocks 
trough, 28 gage, 5 in. lap joint, 
head, $5.25 per 100 feet; conductor 

corrugated, 3 in., $5.40 per 


g£aLge, 
elbows, 3 in., corrugated, $1.7 


doz. 

Files.—The demand for files continues 
of only a fair volume, made up almost 
entirely of small sales. There has been 
a slight reduction in the price of the 
Nicholson files. 

We quote from local 
Nicholson files 50-10-5 


standard list; Arcade 
list 


stocks 
from 
from 


jobbers’ 
per cent 
60-10 per cent 


Galvanized Ware.—The sales of gal- 
vanized ware are running along about 
the same as the general line of hard- 
ware. There has been a slight revision 
of prices and there was an error in pre- 
vious issue in quoting number three 
tubs at $6; the price should have been 
$8.80. 


We quote from local jobbers’ 
Standard No. 1 galvanized tubs 
doz.; Standard No 2 $7.55 per doz 
Standard No. 3, $8.80 per doz.; Heavy gal 
vanized No. 1, $18.00 per doz.: No. 2, $20.50 
per doz No. 3, $22.80 per d Standard 
10-quart gals d pails, 3 per doz.: 
Standard 12-quart, $2.60 per doz.; Standard 
l4-quart, $2.90 per doz.; 16-quaft galvanized 
pails, $4.50 per doz.: 19-quart, $5.10 
doz 


stocks 


$6.70 per 


stock 
per 

Glass and Putty.—The demand for 
glass and putty from the retail dealers’ 
standpoint is very light at this season 
of the year. Prices show no change 
since last report. 

We 


Single 


quote from 
strength eg 
strength glass 82 

t Commercial 


cwt. 


local jobbers’ 
ass 80 per cent 
per cent from 

putty in 


stocks 


double 


standard 
$4.10 


sts bladders 
per 

Hose.—Because of weather conditions 
there has been an unusually good de- 
mand for hose. Jobbers’ stocks are in 
fair condition. While no price changes 
have been or are likely to be made for 
this season, it would seem that there 

uld be a substantial reduction on or- 
lers for delivery next spring because 
)f conditions in the rubber and cotton 
markets. 
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local jobbers’ stocks: 
3-ply, 10c. per ft.; 5-ply 
per ft.; %-in. cotton, 


from 
%-in., 

%-in., 14c. 
per ft. 

Ice Cream Freezers.—While the sales 
of freezers are not up to normal busi- 
ness, the demand is considerably better 
than earlier in the season. Prices show 
no change from early spring quotations. 


We local jobbers’ stocks: 
White Mountain, 1l-quart, $3.40; 2-quart, 
$4. 00; 3-quart, $4.65; 4-quart, $5.80; 6-quart, 
$7 8-quart, $9.50; Acme freezers, 


Dla 5; 
quart, $11.50 per doz.; 4-quart, $19.75 per 


doz. 

Lawn Mowers.—Sales on the whole 
for this season have been very active. 
The demand is slowing up rapidly as 
the season is drawing to aclose. Prices 
show no change for immediate delivery. 
There should, however, be a substantial 
reduction in prices of mowers for de- 
livery next spring. 

We quote 
Philadeiphia 
and L at 25 
ball-bearing, 

Nails.—The sales of nails continue of 
fair average volume. Jobbers’ stocks 
are ample and prices show no further 
change since last report. 

We quote from local 
Bright wire nails $3.85 base; 
nails $3.25 base. 

Paper.—The demand for building 
papers of all kinds continues of very 


We quote 
Competition, 
rubber, 
13440. 


quote from 


local jobbers’ stocks: 
lawn mowers, style C, E, 
per cent off list. Riverside, 
at $9.50 each. 


from 


jobbers’ stocks: 
cement coated 


Current Metal Prices 


[ron and Soft Steel Bars Bos 
and Shapes 
Per lb 


2.78¢ 


Bars: 
tefined Iron 
Swedish Bars, 


Boft Steel: 
% to 1% in. round, and 
square . . 


a 1% to 6 x 3/16 to 
. 8& (base price) 


Hoops (base price)........ 3.88¢ 
Beams and Channeis, Angles 
and Tees: 
8 in. x % in. and larger, 
base ‘i : 
Channels, 


under 3% in 


base price.. 
base price. .12.00¢ 
Nos. 
Nos. 
No. 
No. 
No, 30.. 
No. 28, 
higher, 


18 an 


22 an 
26. 
28. 


2.78¢ 


3.43¢ 


Ce 
2.88¢ 


‘angie and ‘Tees aie 


x 4% in 


Merchant Steel 


and larger 


x 2% 


larger 


Tire, 
Smooth finish, 
x % in. and 
Toe calk % x % in. and 
larger 
Oold-rolled strie (x 
and quarter hard). yf 00 @10.50¢ 


Open-hearth spring steel 


1%x % in. 
1 . 
36 


coarser : 
sright 
Annealed 
Galvanized 


6 25@8.00 
Shafting and Screw Stoc 
ROURGS ..cccccces ery to 4.63¢ 


Benes, flate a Ae Copper 


4.98¢ to 5.13¢ Tinned 


14.00¢ 
.17.00¢ 
.22.00¢ 


seat a 
Extra 


cast 

best cast steel 
High 
High 
Brass Rod 
Brass 
Brass 


Tank Plate—Steel 
Per Ib 
> SR¢ 


and he 


Sheets 


Blue Annealed a" 


2¢ per Ib. 


° re 2.7393. 88¢ 


36 


2 and 24 


Steel Wire 
Base Price* 
Basic 


Soft 


Sasic 
Soft 


Brass Sheet, Rod, Tube and 
Brass 
Brass 
Tube, 
Tube, 
Copper Tube, 

Copper Sheets 


Coppe 
% @23* 
he rolled, 


*Regular extras for lighter gages. 
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fair volume. A very nice business is 
also being done in prepared shingles of 
various kinds. Stocks are ample. Prices 
show no further change. 


We from local 
Barret’s 2 tarred felt, 


felt, $1.78; slatters felt, $1.30; 
rosin, 48c. 25 


per roll; No. 25, 
No 72c 


. per roll. 

Rope.—The demand for rope con- 
tinues only of fair volume in this terri- 
tory. Jobbers’ stocks are ample. Prices 
remain as last quoted. 

We quote from local 
Pure manila rope, 17'%4c. 
sisal rope, 14%c, per Ib. 

Sandpaper.—The demand for sand- 
paper remains fair, although sales are 
not up to normal. Jobbers’ stocks are 
well assorted. Prices show no change. 

We quote from local jobbers’ stocks: 
Best grade No. 1 at $7.20 per ream; second 
grade No. 1 at $6.50 per ream; No. 1 Gar- 
net paper at $15 per ream. 

Sash Cord.—The sales of sash cord 
are showing steady improvement as 
construction work progresses. Stocks 
are ample. Prices remain as _ last 
quoted. 

We quote from local 
Silver Lake No. 8, 65c. per lb.; ordinary 
braided cotton cord No. 8, 30%c. per lb. 

Sash Weights.—There is a fair aver- 
age demand for sash weights, which 
should assume larger proportions as 


jobbers’ stocks: 

2.95; threaded 
No. 20 red 
60c. per roll; 


quote 
No 


30, 
® 


stocks: 
pure 


jobbers’ 
per lb. base; 
base. 


jobbers’ stocks: 


Annealed— Black 
Soft Steel 
o @., 
One Pass, 
Per Ib. 
20 
24 


Blued Stove 
Pipe Sheet 
Per Ib. 
25 @4.30¢ 
. 304 4.35¢ 
35 @4.40¢ 
45@4.50¢ 
-T0@A.T5. 

10¢ 


14x 
$10. 
11 
13. 
15. 


d 
d 


in. wide, 
Coke—14 @ 
Prim 

$ 6. 

6. 


Galvanized 80 Ib. 


90 Ib... 

se 100 Ib. 
20. . 4.0. ‘ IC 
IX 

IXX 
IXXX 
IXXXX 


d 7. 
8. 


9. 


tere 5¢ 
in, wide, 20¢ aiater 


100) Ib 
9 gage and 
Per Ib. 
4.25@4.50¢ 
.4.25@4.50¢ 
5.00@5.25¢ 
“4.75 @5.00¢ 
-6.25@6. 5O¢ 


on No 
IX 
Firedoor Stock 


Annealed 


Straight pig 


Bessemer. 
Lake Ingot 


Electrolytic 
Casting 


Wire 


Sheet 
Wire. 


.15% @18%¢ 
16% @21\¢ 
bas 13% @20%, ¢ 
Brazed 27 @3l ¢ 
Seamless.19 @20 ¢ 
Seamless.224%@23 ¢ 


Western spelter . 
Sheet zinc, No. 9 base, 


American pig lead.... 
Bar lead 

Solder % and 
No. 1 solder 
Refined solder 


r, hot rolled 24 oz. 
¥%¢ per Ib. base. 

14 os. and heavier, 
advance over hot rolled 


10.5 
11.50 
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Tin Plates 
Bright Tin 


Charcoal Charcoal 


20 


60 


80 


60 
60 
20) 
20 


es 
80 


90 


7.00 


20 
10 
10 
50 


Terne Plates 
8-lb. Coating 14 @ 


Spelter and Sheet 


casks, 
11%¢ open 12¢ 


Lead and Solder 


. 6% ¢@6%¢ 


guaranteed 201, ¢ 


rr he ey 15%¢ 


61 a6 Ge 
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buildings under construction are com. 
pleted. Prices show no change. 


We from jobbers’ 
52.30 


quote local stocks: 


per cwt. 

Screws.—The demand for screws re- 
mains only fair, because of manufactur- 
ing conditions. Jobbers’ stocks are well 
assorted and all sizes are obtainable, 
There has been a reduction in prices 
quoted on screws. 


We quote from lccal jobbers’ stocks: 
Flat head bright screws 80 per cent; round 
head blued screws 75 per cent; flat head 
japanned screws 67% per cent; Flat head 


brass screws 65 per cent; Round head brass 
screws 


screws, 62% per cent; iron machine 
65 per cent; brass machine screws 50 per 


cent. 

Sales of solder continue 
rather light. Jobbers’ stocks are ample 
and prices remain as last quoted. 

We quote from 
Half and half solder, 

Saws.—The demand for saws con- 
tinues of only fair volume, although 
fairly steady. Prices remain as last 
quoted. 


local jobbers’ stocks: 
23 cents per Ib. 


We quote from local jobbers’ stocks: 
26 inch $35.55 per 


Simonds No. 61 and 62, 2 
doz.; No. 71 and 72, $28.15 per doz.: No. 10, 
$23.70 per doz.; No. 10%, $24.85 per doz. 
Steel Sheets.—There is absolutely no 
improvement noticeable in the demand 
for steel sheets, which is way below 
any previous year. Jobbers are main- 
taining light but well assorted stocks. 


Babbitt Metal 
Best grade, per Ib 
Commercial grade, 
Grade D, 


Grade per 


per lb 


14x20 Antimony 


$ 9.50 Asiatic 
Aluminum 
No. 1 aluminum (guaranteed 
over 99 per cent pure), in 
ingots for remelting, per 
30@32¢ 


16.00 


Old Metals 

Values are a little 

pathy with the new 

Dealers’ buying prices 
lows: 


Wasters 
6.55 
6.65 


lower in sym 
copper market 
are as fol 
Cents 
Per lb. 
$ 9.75 


. 9.00 


and crucible. 


and 


Copper, 
Copper, 


heavy 
heavy 
light 
heavy 
light 
machine cor 


wire 
~ Tae 
4.50 
3.75 
8.00 


Copper, and bottoms 
Brass, 
Brass, 
Heavy 
No, 1 
No. 
tion 
Lead, 
Lead, 


sition 


ny. 


brass turnings 4,00 


yellow 
red brass 
turnings 


heavy 


or composi- 
6.50 
3.50 
2.25 


9% 
Pipe 
Steel 
Blk 


48 


Welded 
Standard- 


Butt 
sutt 
sutt 
Lap 
Lap 


Zine 


in. 
in 
Wrought Iron 
Blk 
Butt . 
in. 
Lap 


™% -in, 
1-1% 
2-in, 


Butt 


2%-6 in. 
7-12-in, 


Lap. 
Lap 


18%¢ 
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Paint Material Prices as Quoted in New York—Aug. 4, 1921 


Animal, Fish and Vege- 
table Oils— 
Raw, carload 


Neatsfoot 
Extra 
Palm, 

spot 


* Linseed, 


lots, gal 
City, 5-bbl. gal... 
Out-of-town, 5 bbl. lots 

and over, gal ..... .TH@ 


Boiled, 2¢ per gal. advance on Raw. 
Lard, oe12@ 124 
Compound 11@ 
Neutral AB3%@ 
Uotton seed, 
Bleachable 


per 


Soya Bean, 


lots, 


Commercial 
Cilders 
ex 


city, steam... 


Bone, Ib, 
- 8@. 8% 
Diamond I 

-94%@ - A. 
05% Sutton 


69 


Crude, in 
Tallow, 
Menhaden 

bbl., g@ 


pressed, 


acidless, gal... .67@ 5 
eo ae 
Rone Dry 
Orange, 
Orange, 


30@ 31 
A0@ .42 
A4@ 46 


Crude, 
Light gal..... 
Bleached Winter, gal 
Cocoanut, Ceylon, bbl., 
N. Y¥., per Ib....-. « 
Cod, Prime.. 
Newfoundland, in bbl.. .42@ .44 
Corn, Refined bbl. Ib. .10% @ .10% 


Crude bbl, per Ib.... . 8%@ 
viive, denatured, bDbl., 
per gal. $1.30@1.40 


9% @ 
4A0@ .42 


10 White 


Domestic, 
Oxide, 
Red Seal 

Green Seal 
White Seal 


Prices remain as last. 

We quote from local jobbers’ 
28 gage black sheets $5.00 per cwt.; 
gage galvanized sheets $6.00 per cwt. 

Tin Plate-—The demand for tin plate 
continues very dull and very little im- 
provement is expected in the immediate 


future. Prices remain as last quoted. 

We quote from lccal jobbers’ stocks: 
Furnace coke ICI, 20 x 28, $19.10; roofing 
tin, LC, 20 x 28, 8-Ib. coating, $16.50. 

Washers.—The demand for washers 
remains of rather light volume. Prices 
show no change since last report. 

We quote from local jobbers’ stocks: 
%-in. wrought steel, $8.65; l-in., $8.25 per 
ewt. 

Wheelbarrows.—Sales remain about 
the same; only a small amount of busi- 
ness is being done. Prices remain as 
last quoted. 

We quote from local jobbers’ stocks: 
Fully bolted stave barrows, $38.00 per doz.; 
tubular steel, No. 1, $6.60 each; wood, gar- 
den, $5.40 each. 

Wire—The demand for wire con- 
tinues only fair, and there is not as 
much plain wire used as normally be- 
cause of the small amount of large con- 
struction work in progress. There has 
been no further price change. 
Spectacular Lighting for Armory 

During Electrical Show Week 

New York will be treated to some- 
thing entirely new in spectacular light- 
ing effects when the Electrical Show 
opens in the 71st Regiment Armory on 
September 28. 

Illuminating engineers are now 
working on plans to flood the tall 
tower of the Armory with light, but 
just what system of illumination will 
be used has not yet been decided. 

It will probably combine certain fea- 
tures of outline illumination such as 
was used during the Hudson-Fulton 
celebration; the jewel effects which 
were developed for the Panama-Pacific 
Exposition, and flood lighting such as 
is used at the Statue of Liberty. A 
battery of search lights visible from 
= parts of the city will top the dis- 
play. 


stocks: 
28 


pure 
No. 
Lagos. 
bbl., Ib... . 7% 


Whitin 


Gilders 


Gum 
Garnet 
Kala Button 
. = ‘ 
ch ses 


Fine niece 
Superfine 


White and Red 


Lead, 


Selected, 


.70 
.70 


-72@ 
674 


gal. 

1, gal... 
in casks, 

er 


Black, Gas 
Black, 
Black, Drop 
Black, Ivory 
Lampblack 
Blue, 
Blue, 
Blue, 
Blue, 
Blue, 
Brown, American, 
Brown, Sienna, 
Burnt and 
Turkey, Umber 
Brown, Raw 


Carbon 
- 644 Bone 


1@ 


twet. 
$1.20@1.25 
1.30@ = 
1.40@1.50 


Chinese 
Prussian 
Soluble 


Milori, Ib.... 


20@ .22 


Shellac 
..$ .65@4 
-44@ 
57a 
-- nominal 
Aa 


Green, Chrome 
cally Pure, Ib. 
Grinders 
Common 


Paris. Green, 
Arsenic ban 
Carmine, 

Lead, Ete. ‘ 
Cents per Ib. 
--T4@T% 


Indian Red, 
Rose Pink 
Tuscan Red 
Natural Red Oxide 
Yellow, Chrome 

Vermilion, English 
French 


Domestic 


i ee 


Zine 
per -9 @10 
S%@ 9\% 
9% @10\, 
@11% 


Ochre, 


illumination inside the Armory 
will also be quite different from that 
customarily employed. The big gir- 
ders will be hidden by a canvas sky, 
which will also eliminate the lighting 
fixtures. Concealed search lights will 
throw powerful beams against this sky, 
and the reflected rays will flood the 
Armory with brilliant illumination. 


NEWS NOTES 

W. W. Peacock, manager Springfield, 
Mass., division Standard Supply and 
Equipment Co., has been made man- 
ager of the Hartford, Conn., division 
as well. 

Landers, Frary & Clark, New Brit- 
ain, Conn., recently began operations 
in a small way in its newly acquired 
plant, the Greenwood Mills, New Hart- 
ford, Conn., where there is excellent 
water power, and other favorable in- 
dustrial conditions, and where they 
will manufacture vacuum cleaners. 


traffic 


N. Bates, 
American Steel and Wire Co., Wor- 
cester, Mass., has retired on a pension 
after thirty-six years service with the 
company. Arthur D. Fiske, Worcester, 
assistant division freight agent, suc- 
ceeds Mr. Bates as traffic manager. 


Daniel manager 


Charles M. Booth, sales agent for 
the Worcester district, likewise has 
been retired and pensioned by the com- 
pany, having been with the corpora- 
tion twenty-seven years. Albert R. 
Webb will take over Mr. Booth’s duties, 
and will be the only sales agent at 
tached to the Worcester office, the sales 
department for this district having re 
cently been transferred to New York 


The Hollinger Cutlery Co., Fremont, 
Ohio, has recently issued catalog No. 
50, which is the latest listing of the 
company’s line of butcher knives and 
other items of cutlery. 
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The Smith & Wesson Co., Spring- 
field, Mass., firearms manufacturer, 
has closed its plant and will not reopen 
until Aug. 15. 

Gilbert L. Valentin, Needham, Mass., 
died recently at his home after a brief 
illness. Mr. Valentin was well known 
in the paint and varnish industry of 
New England, having been connected 
with the Carpenter-Morton Co. since 
1904. He was a member of the Paint 
Trade Salesmen’s Club. 


Hansen & Yorke Co., 88 Warren 
Street, New York City, hardware job- 
ber, has become the American agent 
for the line of Swedish steel anvils 
manufactured by K. Engelsted, Stock- 
holm, Sweden. Hansen & Yorke Co. 
now has in stock a large supply of these 
anvile ranging from 50 to 500 lb. 


Galen Snow is acting advertising man- 
ager for the Greenfield Tap & Die 
Corp., Greenfield, Mass. 


L. S. Starrett Co. Athol, Mass., 
small tools, will hold its annual sales 
conference at the company’s plant dur- 
ing the week ending July 30. 


Clement & Son, Melrose, Mass., have 
bought the Danvers Hardware Co., 
Danvers, Mass., and will continue the 
business. 


GREENWOOD, IND.—The stock of L. G. 
Hester has been damaged by fire. Cata- 
logs requested on a line of general 
hardware and furniture. 

LONG Beacu, Cau.—The Anakin 
Cycle & Sporting Goods have opened 
a Store at 256 American Avenue, 
where a wholesale and retail business 
in the following lines will be con- 
dueted: Bicycles, cutlery, flashlights, 
fishing tackle, guns and ammunition, 
sporting goods and toys and games, 

OATMAN, ArRiIz.—Otto Ketelsen re- 
cently suffered a fire loss. 
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Bathing Beauties and Business 
(Continued from page 54) 


and another newspaper stated that 
“the Bunting store created a riot.” 
It was a riot of color and the dem- 
onstration was something distinctly 
new in Kansas City. 


Living Models the Best 


Many of the local stores use grace- 
ful wax figures to show their suits 
and caps, but at the best they car 
only show three or four garments at 
atime. There were eighteen 
changes of costume in the rubber 
garments the girls wore and by 
adopting different hats, caps, and 
coats and by using different artistic 
combinations the girls seemed to 
have something absolutely different 
on, each time they appeared in the 
window. 

The demonstration started some- 
thing in the bathing suit trade. 
Middle Westerners have no long 
sandy stretches of sunny beaches 
upon which to disport themselves 
and so are not used to the idea of 
display in bathing costumes. Their 
idea is to wear something neat, at- 
tractive and comfortable. They go 
bathing for sport and to swim and 
not to look pretty so the bright, 
beautiful colors and gorgeous com- 
binations of color had a most ener- 
vating effect upon the dormant mind 
of the would-be swimmer. 

The displays were mighty good 
business. By employing a tall girl 
and a short one, a dark girl and a 
vivid blonde, it was possible for the 
passers by to picture themselves in 
the different regalias. If they 
waited long enough a costume just 
suited to their individual style was 
sure to appear and the plan of work- 
ing out what they could wear was 
achieved for them. 


What the Women Thought 


So the women said—optimistic- 
ally—‘“Well, if they look like that, I 
can look just as good as that my- 
self,” and that possibly explains why 
the women came in and said “I want 
that hat or that suit” and would 
choose one that had just appeared in 
the window. 

Kansas City women who have 
never before owned a bathing suit 
are buying them this year. It has 
started out to be a hot summer, so 
that is another element which makes 
business good. However the man- 
agement attributes its good start in 
this line of business to the attrac- 
tive demonstration. Sales have con- 
tinued to be so very good that it has 
been necessary to re-stock both in 
suits and in all the equipment that 


HARDWARE AGE 


women consider necessary for a dip 
in the pool. 

So, friend hardware dealers, let 
the women know that your sporting 
goods department carries a line 
which you have chosen with more 
than your usual care just to please 
their whims and fancies, and you 
will have them coming in not only as 
your regular customers, but drop- 
ping in casually, just as the men do, 
to see what you have that is new 
and interesting to offer them. 


Washington Letter 
(Continued from page 72) 


enlarged maintenance and betterment 
expenditures. 

“12. Encouragement to development 
of our great power resources, the sys- 
tematic elimination of wastes in pro- 
duction, research and education upon 
improvements in our processes of pro- 
duction and distribution. We must 
look forward to a readjustment of rail- 
way rates that will give relief to our 
producers.” 

In all these things Mr. Hoover de- 
clares the Government is using sanity 
and caution that this may, indeed, be 
a real period of reconstruction. The 
administration intends to hold stead- 
fastly to the policy that looks to the 
removal of obstructions to the recov- 
ery of commerce and to add to its im- 
provement, and not to those proposals 
that would enter the Government into 
business itself. 

Recovery itself must rest on the ini- 
tiative, the courage and the hard work 
of our people themselves. 


Capital from Complications 
(Continued from page 76) 


chandise which their high-rent com- 
petitors couldn’t find room for. Re- 
sults? The biggest hardware busi- 
ness in that city. , 

Tight times spur some men on to 
greater effort and bigger success. 
The effect on some others is to drive 
them back into further retirement. 
O. E. Lang, Mishawaka, Ind., faced 
the same blank wall last January as 
other hardware men stared at. He 
could have dropped his oars and 
drifted into the calm sea of smaller 
sales. But that isn’t like Lang. He 
reasoned the thing out and decided 
that he would give Old Man Hard 
Luck such a tussle that he would 
know he had been in a mean fight. 
He might win. Anyway, he would 
put up the fight. So instead of low- 
ering his colors, he shot them up an- 
other peg and went out for a normal 
increase in business, just as if 1921 
was like any other year. 

And Lang won. More business 
than in 1920? Well, we couldn’t be- 
lieve it had we not seen the books. 


August 4, 


1921 | 


His increase is phenomenal. More 
than 25 per cent—considerably more, — 
This Is What Lang Says About It 
“I figured that a lot of the hard 
ware fellows would back up, and that © 
it ought to be easier to win the race” 
when the rest were standing stil] 
than when they were in the running, - 
So I went out after business more © 
aggressively than usual. Paid more | 
attention to my windows, advertised 
more forcibly and, above all, deter. © 
mined to lose no sales by being out ~ 
of goods. I’ve kept my stock up,” 
When the other fellow was out I had | 
the iammer, saw, baking dish, reel, = 
paint or whatever the customer | 
wanted. To-day I’m drawing busi- 
ness from ten miles away—simply © 
because I have earned the reputation ~ 
of having the goods. That’s the dif. — 
ference between quitting cold and ~ 
trying all the harder when the path | 
gets rough.” 
When transportation forsook oats” 
for a gasoline diet, Studebaker might 7 
have continued to ‘make nothing but~ 
wagons. And Studebaker would © 
have shriveled up to dwarf size in in- ~ 
dustry. But handicaps meant hard- © 
er effort to the management and ~ 
greater endeavor meant bigger 
achievements. j 
When the war took a body swing 4 
at building and gave the builders’ | 
hardware business a knockout that 7 
sprawled it on the canvas for the ~ 
count of ten, some of us accepted © 
defeat. Others buckled in and, 
plugged and tugged a bit harder, © 
The DePrez store at Shelbyville, Ind, © 
might have contented itself with 
“impossible conditions” and let the © 
cash drawer get leaner and leaner. © 
But it didn’t. It reasoned that a 
dead department could be offset with 
a live one, and it added phonographs, 
one of the world’s best makes, and © 
went after the business in a truly 7 
big way. To-day there is probably ~ 
no hardware store that sells as many © 
machines and as many records as © 
the DePrez store. : 
It’s the difference between falling — 
over the rocks or climbing up be | 
cause of them. g 
The Gross Hardware Co., Milwau- ~ 
kee, Wis., realized for years that it 
lost volume in builders’ hardware bee © 
cause the line was not properly dis- ~ 
played. Did the men in charge wring ~ 
their hands and say, “Too bad, too 
bad”? Or did they “get busy.” 
You guessed it. They got busy. 
They fitted up one of the finest build- — 
ers’ hardware display rooms in the ~ 
Middle West. They told the public | 
about their big, well-displayed stock § 
and the service they gave gratis to 
anyone, and business tumbled in on 
them. 








